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Smile 
utomatically. 


Ronson,  leaders  in  the  automatic 
toothbrush  market,  now  introduce 
the  new  single  cell  TB  720. 

With  its  stand  and  five  different 
coloured  heads  it's  the  perfect  gift 
for  all  the  family. 

Backed  by  the  dental  profession, 
the  Ronson  Automatic  Toothbrush 
is  not  only  the  most  modern  but 
most  efficient  way  to  clean  teeth. 

We'll  be  advertising  in  the 
pre-Christmas  gift  guides  so 
stock  up  now  and  there  will  be 
smiles  all  round  this 
Christmas. 
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The  Ronson TB720, 
the  family  toothbrush. 
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At  last— a  miracle? 

Last  week  in  this  column  we  were  preparing  to  bury  resale 
price  maintenance  on  "ethical"  medicines  at  wholesale 
level.  Most  observers  in  wholesaling,  pharmaceutical 
organisations,  even  retail  pharmacists  themselves,  had 
reached  the  same  sad  conclusion  that  a  miracle 
resurrection  was  no  longer  a  tenable  hope — as  Sir  Hugh 
Linstead,  chairman  of  Macarthys  Ltd,  said  at  his  company's 
annual  meeting  (p584):  "We  find  it  difficult  to  see  a 
solution  to  the  present  very  confused  situation." 

But  this  week  comes  news  that  a  major  American-based 
company,  Smith,  Kline  &  French  Laboratories,  have  asked 
wholesalers  to  sign  a  new  agreement  concerning  terms  of 
resale  which  would  effectively  rule  out  not  only  direct 
discounting,  but  any  association  of  their  products  with 
"rebate"  schemes  and  the  like.  At  first  reading,  this  new 
clause  would  stop  the  company's  products  being  used  in 
"qualifying"  a  retail  pharmacy  for  additional  discounts  on 
non-RPM  lines,  as  in  the  scheme  operated  by  Unichem  over 
the  past  few  years.  How  this  will  work  in  practice  remains 
to  be  seen  of  course  but  it  is  an  important  step  back  in  the 
direction  of  sanity  for  which  all  of  pharmacy — and  not 
least  the  wholesalers  themselves — should  be  grateful. 

The  move  can  be  successful  only,  however,  if  other 
manufacturers  follow  the  lead  and  make  similarly  explicit 
exclusion  clauses  part  of  the  whole  industry's  normal 
terms  of  resale.  Another  top  overseas-based  company  is 
expected  to  announce  its  intentions  later  this  week,  and 
Boots  have  added  their  name  to  those  of  Beecham  and 
Glaxo,  companies  which  have  declared  an  intention  to 
enforce  RPM  on  their  medicinal  products.  The  statement 
that  Vestric  do  not  intend,  as  had  been  rumoured,  to  enter 
the  ranks  of  the  discounters  is  also  to  be  welcomed. 

Nevertheless,  if  the  manufacturers  are  really  serious  in 
their  desire  to  save  RPM  they  will  need  also  to  put  an  end 
to  the  practices  of  the  "cowboys"  which  predated  the 
linked  discounts  that  set  off  the  current  snowball. 
Perhaps  the  snowball  cannot  be  made  to  run  back  up  hill 
— but  at  least  it  might  be  persuaded  to  melt  if  the  industry 
turns  on  the  heat.  A  miracle  indeed! 

A  gamble  pays  off 

Northern  Ireland  pharmacists  have  been  deprived  of  home- 
ground  conference  get-togethers  for  some  years  now — in 
fact,  it's  five  years  since  the  Ulster  Chemists  Association 
held  the  last  of  its  "weekends."  But  an  improving  security 
situation  encouraged  president  Tom  Lee  to  press  his 
colleagues  to  revive  the  event — some  graciously  admit 
against  their  better  judgment — and  in  a  delightful 
Fermanagh  setting  his  dream  came  true  this  week  (p619). 

Those  who  attended  soon  had  the  traditional  "family 
atmosphere"  of  the  weekends  once  more  in  full  swing  and 
by  Sunday  evening,  with  the  formal  proceedings  having 
been  equally  successful,  there  was  nothing  but  praise  for 
the  president's  initiative.  Hopefully,  the  Province's 
troubles  will  never  again  cause  the  interruption  of  this 
popular  conference  series. 
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S,  K  &  F  clamp  down 
on  'rebate'  schemes 
in  new  RPM  rules 


Smith,  Kline  &  French  have  sent  a  new 
terms  of  sale  agreement  to  wholesalers, 
intended  to  reaffirm  the  company's  sup- 
port for  resale  price  maintenance.  An 
accompanying  letter  suggests  that  whole- 
salers read  the  terms  carefully  and  that 
S,  K  &  F  believes  RPM  to  be  in  the 
best  interests  of  wholesaler,  retail  phar- 
macist, the  industry  and  the  patient.  The 
important  clauses  in  the  new  sales 
agreement  read:  — 

□  No  additional  rebate  repayment  or 
discount  of  any  nature  whether  in  cash 
or  kind  may  be  given  (this  excludes  cash 
settlement  discounts — Editor). 

□  fn  operating  any  scheme  of  discount 
or  rebate  on  goods  other  than  S,  K  &  F 
goods,  the  buyer  shall  not,  as  require- 
ment for  admission  to  any  such  scheme 
or  for  calculation  of  any  specific  aggre- 
gate value  for  any  such  purpose,  take  any 
account  of  goods  supplied  under  the 
terms  of  this  wholesaler  agreement,  and 
shall  expressly  exclude  the  said  S,  K  &  F 
goods  from  any  such  scheme  of  discount 
or  rebate  or  any  offer  of  terms  for  ad- 
mission to  such  a  scheme. 

S,  K  &  F  are  requesting  a  signed 
copy  of  the  agreement  to  be  returned  to 
them  and  also  wish  any  rebate  or  dis- 
count schemes  to  exclude  specifically 
S,  K  &  F  goods.  The  company  hopes 


The  "hypocrisy"  of  the  reaction  to 
Macarthys'  decision  no  longer  to  abide 
by  the  spirit  of  resale  price  maintenance 
was  attacked  by  Sir  Hugh  Linstead,  the 
wholesale  group's  retiring  chairman,  at 
last  week's  company  annual  meeting. 

Sir  Hugh  recalled  that  Macarthys  had 
played  a  prominent  role  in  securing  RPM 
on  medicines  and  had  since  warned  of 
the  dangers  to  pharmacy  if  it  dis- 
appeared. "But  any  price-controlled 
market  is  an  attractive  target  for  those 
who  are  prepared,  for  short-term  finan- 
cial gain,  to  'shade'  their  terms  of  trade 
to  attract  sales :  if,  by  departing  from 
the  spirit,  if  not  the  letter,  of  RPM,  a 
wholesaler  can  attract  substantial  addi- 
tional business,  it  can  be  extremely 
profitable  for  him. 

"Over  the  last  few  years  in  particular, 
certain  wholesalers  have  seen  the  possi- 
bilities of  this  situation  and  have  ex- 
ploited it  quite  cynically  and  with  no 
regard  at  all  to  the  long-term  results  it 
would  inevitably  produce.  Apart  from 
'direct'  discounting  by  such  methods  as 
extended  credit,  settlement  discounts  or 
'free'  goods,  the  most  popular  method 


to  receive  copies  of  such  schemes  which 
are  in  writing.  They  have  not,  however, 
stated  their  policy  should  they  find  a 
wholesaler  breaking  their  terms  of  sale 
agreement. 

Boots  Co  Ltd  have  re-emphasised  their 
RPM  policy  to  all  UK  wholesalers.  Their 
letter  to  buyers  says  it  has  always  been 
the  active  policy  of  Boots  Co  to  adhere 
to  the  precise  terms  expressed  in  their 
price  list.  Items  covered  by  RPM  may 
only  be  resold  in  the  UK  at  the  indicated 
trade  and  retail  price.  The  letter  ends 
that  Boots  are  convinced  that  RPM  is 
essential  for  proper  service  to  chemists 
and  their  customers  and  the  company 
will  continue  to  insist  on  the  maintenance 
of  published  prices  at  all  levels  of  dis- 
tribution. 

Roche  have  said  that  they  will  do 
everything  in  their  power  to  uphold  RPM 
and  would  be  making  a  statement  soon 
— after  C&D  went  to  press. 

A  spokesman  for  Vestric  said  there 
was  no  truth  in  the  rumour  that  Vestric 
was  about  to  introduce  a  new  scheme 
for  retail  pharmacists  in  competition  with 
other  wholesalers'  schemes  recently 
announced.  He  said  Vestric  continued 
and  would  continue  to  support  RPM — a 
policy  which  would  serve  the  retail  phar- 
macist's interests  in  the  long  term. 


has  been  to  sell  products  which  are  not 
themselves  subject  to  RPM  at  reduced 
(and  frequently  totally  uneconomic) 
prices  in  order  to  attract  the  profitable 
fixed-price  sales  of  prescription  medi- 
cines. 

"The  attraction  to  the  retail  pharma- 
cist of  schemes  of  both  types  is,  of 
course,  considerable — particularly  since, 
over  the  last  few  years,  the  operation  of 
the  chemist's  contract  with  the  Govern- 
ment for  NHS  dispensing  has  resulted  in 
ever-reducing  profit  margins  on  this 
work.  He  may  consider  (and  cannot, 
perhaps,  be  blamed  for  considering)  that 
if  his  profitability  is  to  be  reduced  in  a 
way  he  cannot  control,  it  is  quite  reason- 
able that  he  should  take  every  advantage 
to  obtain  additional  income  from  his 
wholesale  supplier — particularly  when 
that  supplier  is  urging  him  to  do  so!  But, 
of  course,  the  ability  of  the  wholesaler 
to  offer  these  unrealistic  terms  on  some 
goods  rests  on  his  receiving  very  substan- 
tial business  in  price-controlled  pro- 
ducts." 

Sir  Hugh  said  Macarthys  had  hoped 
manufacturers  would  have  taken  action 


on  "linked-discounts"  but  they  had  not 
and  the  situation  had  deteriorated 
rapidly.  "To  our  sincere  regret,  we  now 
feel  unable  to  continue  to  abide  by  the 
spirit  of  RPM — though  we  continue  to 
abide  by  the  letter  and  have  no  intention 
of  discounting  RPM-controlled  goods. 
Though  much  heart-searching  took  place 
before  our  decision,  we  were  finally 
faced  with  economic  realities:  unless 
we  were  to  follow  the  same  trading 
pattern  as  our  competitors,  we  were 
going  to  be  forced  to  close  a  number  of 
our  distribution  depots  with  the  resulting 
redundancies  of  loyal  people  whose  only 
fault  had  been  that  they  worked  for  a 
company  which  honoured  its  agree- 
ments." Sir  Hugh  added  that  Macarthys 
found  it  difficult  to  see  a  solution  to  the 
present  confused  situation. 

Expressing  surprise  at  the  amount  of 
publicity  their  action  has  attracted,  Sir 
Hugh  said  it  would  be  understandable  if 
Macarthys  had  made  their  move  in  a 
stable  market.  "But,  of  course,  all  parts 
of  the  pharmaceutical  spectrum  knows 
perfectly  well  that  this  type  of  operation 
has  been  widespread  for  many  years: 
and  they  must  have  known  equally  well 
that  if  it  were  allowed  to  flourish,  as 
indeed  it  has,  it  would  inevitably  become 
the  only  basis  on  which  a  wholesaler 
could  remain  viable.  Dare  I  say  that 
there  is  perhaps  a  little  hypocrisy  in  the 
reaction  to  our  decision?" 

'BMJ'  says:  break 
down  boundaries 

Pharmacists,  doctors  and  nurses  should 
be  less  concerned  with  the  protection  of 
professional  boundaries  and  more  con- 
cerned with  patient  care.  That  is  the 
opinion  of  a  leading  article  in  last  week's 
British  Medical  Journal  which  comments 
on  the  interim  report  of  the  working 
party  on  the  future  of  general  practice 
pharmacy. 

The  article  acknowledges  that  there 
are  deficiencies  in  the  application  of 
knowledge  about  drugs  to  the  everyday 
treatment  of  patients,  in  the  education 
of  doctors  about  drugs  and  in  the  in- 
formation given  to  patients.  And  so  there 
is  a  good  case  for  hoping  that  doctors 
should  look  forward  to  any  contribution 
from  pharmacists  with  their  specialised 
knowledge  on  the  safe  use  of  medicines. 
But  the  article  warns  that  the  doctor  has 
the  final  responsibility  for  the  patient 
including  the  drugs,  so  drug  prescribing 
cannot  be  considered  in  isolation. 

How  quickly  the  new  roles  for  phar- 
macists emerge  will  depend  on  how  much 
doctors  encourage  pharmacists  to  take  on 
their  new  responsibilities  in  patient  care 
and  how  much  each  profession  is  willing 
to  contribute  to  the  other's  training  and 
education.  Pharmacists  are  educationally 
isolated  from  health  care  and  they  do 
not  speak  the  language  of  doctors  nor 
do  they  share  their  medical  knowledge. 
The  article  says  this  gap  can  be  closed 
if  pharmacists  learn  about  diseases  and 
their  treatment  and  are  given  the  oppor- 
tunity to  learn  and  practise  alongside 
doctors  and  nurses. 


Macarthys  attack  RPM  hypocrisy 
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Rubinstein  changes  may 
benefit  independents 


National  Pharmaceutical  Association 
members  who  stock  Coty  or  Helena 
Rubinstein  products  could  benefit  con- 
siderably from  new  agency  plans  follow- 
ing the  combining  of  interests  announced 
last  week  (C&D,  p536),  according  to  the 
NPA. 

Five  NPA  board  members,  together 
with  deputy  secretary,  Mr  T.  Astill, 
visited  the  Rubinstein  head  office  last 
week,  for  discussions  which  although 
arranged  for  some  time,  included  Rubin- 
stein's plans  for  selling  through  NPA 
pharmacies,  and  some  aspects  of  the 
integration.  The  NPA  representatives 
were  anxious  to  have  assurances  that  the 
new  arrangements  would  not  result  in 
inventory  proliferation  and  that  maxi- 
mum advantage  would  be  taken  of  the 
potential  of  combining  the  best  aspects 
of  the  two  companies  and  their  respec- 
tive product  ranges. 

The  Rubinstein  management  outlined 
their  plans  for  combining  the  sales 
forces,  emphasising  particularly  the  part 
intended  for  independent  chemists  in  the 
company's  marketing  plans.  The  NPA 
board  members  made  comments  and 
suggestions  and  were  encouraged  to  hear 
that  every  effort  would  be  made  to 
dovetail  the  existing  products  of  Coty 
and  Rubinstein  and  that  attempts  would 
be  made  to  tailor  inventory  size  to  the 


size  of  the  particular  stockist.  They  were 
especially  glad  to  learn  that  Rubinstein 
and  Coty  products  would  be  distributed 
direct  to  stockists  on  a  strict  agency 
franchise  basis.  The  products  will  not  be 
offered  through  wholesalers. 

Other  matters  raised  at  the  meeting 
included  invoice  timing,  sales  incentives, 
staff  training,  the  need  for  fewer  promo- 
tions, stock  control  and  merchandising 
assistance  for  chemists  and  their  assist- 
ants. All  present  were  agreed,  above  all, 
on  the  importance  of  helping  chemists  to 
sell  cosmetics  and  fragrance  products 
rather  than  merely  buy  and  stock  them. 
Agreement  was  also  reached  on  the  need 
for  future  meetings  and  the  Rubinstein 
management  undertook  to  discuss  future 
plans  with  the  NPA  and  to  take  their 
views  into  consideration. 

NPA  complains  about 
'flu  vaccine  supply 

The  National  Pharmaceutical  Association 
is  to  make  renewed  representations  to 
the  Department  of  Health  that  all  NHS 
medicines  should  be  supplied  through 
pharmacies  except  in  areas  where  diffi- 
culty of  access  would  cause  undue  delay 
or  hardship  to  patients. 

It  was  reported  to  the  NPA's  Board  of 


Management  last  week  that  an  increasing 
number  of  general  practitioners  are 
supplying  vaccines,  especially  influenza 
vaccines,  direct  to  patients  rather  than 
writing  prescriptions  for  them. 

"The  generous  payments  made  to 
GPs  for  supplying  vaccines  direct  arc 
from  time  to  time  highlighted  in  the 
medical  Press;  on  one  occasion  doctors 
were  told  that  they  could  pay  for  a 
continental  holiday  for  themselves  by 
supplying  influenza  vaccines.  One  can 
hardly  blame  the  doctors  for  taking 
advantage  of  these  Government  'hand- 
outs'," said  an  NPA  spokesman.  "It  is 
grossly  unfair  that  doctors  should  be 
permitted  to  make  lucrative  supplies  of 
relatively  large  quantities  of  influenza 
vaccine  whilst  pharmacists  are  still  re- 
quired to  provide  a  supporting  service 
by  dispensing  prescriptions  for  the  less 
frequently  needed  cholera  and  TAB 
vaccines." 

Statutory  controls 
on  advertising? 

Criticisms  of  the  advertising  industry  and 
a  call  for  some  statutory  control  to  the 
supervision  of  printed  advertisements 
were  made  by  Mr  Roy  Hattersley, 
Secretary  for  Prices  and  Consumer 
Protection,  last  week.  He  said  the 
Advertising  Standards  Authority  system 
of  regulation  had  worked  well  but  erring 
advertisements  were  rarely,  if  ever, 
corrected. 

He  saw  two  weaknesses.  There  were 
no  enforceable  sanctions  against  the  re- 
calcitrant minority,  and  by  the  time  a 
complaint  was  upheld  the  damage  had 
already  been  done.  He  felt  the  proposed 
EEC  laws,  with  strict  legal  remedies, 
would  be  inappropriate  for  Britain  if  in- 
flexibly applied.  Advertising,  he  said, 
was  one  of  the  issues  best  left  to  national 
government.  However,  voluntary  regula- 
tion was  not  enough. 

New  powers  for  the  ASA  should  in- 
clude the  ability  to  instruct  offending 
advertisers  to  exhibit  corrective  ad- 
vertisements of  equal  size  and  promi- 
nence, and  the  content  dictated  by  ASA. 

Mr  Hattersley  said  advertising  could 
be  used  to  create  barriers  to  trade  to  pro- 
tect monopolies  and  oligopolies  and  to 
prevent  new  companies  breaking  into 
their  market.  As  examples  he  gave  the 
recent  Price  Commission  reports  on 
Southalls  and  on  proprietary  medicines, 
which  both  suggested  that  advertising  re- 
presented a  high  proportion  of  costs. 
However,  for  the  time  being,  Mr 
Hattersley  said,  he  intended  to  leave  the 
problem  of  control  with  the  Advertising 
Association. 

Florinef  recall 

Florinef  0.1  mg  tablets,  batch  no  8D078 
have  been  recalled  by  E.  R.  Squibb  & 
Sons  Ltd  as  a  precaution  against  possible 
contamination  with  E.coli.  The  tablets 
should  be  returned  to  suppliers  for  credit 
or  replacement  stocks.  Further  infor- 
mation from  E.  R.  Squibb  &  Sons  Ltd, 
Reeds  Lane,  Moreton,  Merseyside. 
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Competition  keeps  prices 
down,  says  OHE 


Competition,  patents,  brand  names  and 
advertising  keep  pharmaceutical  prices 
down,  claimed  Mr  George  Teeling-Smith, 
director,  Office  of  Health  Economics, 
this  week.  The  information  given  to 
doctors  by  the  industry  was  the  only 
effective  way  to  tell  of  new  drugs. 

"It  has  sometimes  been  suggested  that 
competitive  research  and  development  in- 
volves wasteful  duplication  which  adds 
to  costs,"  he  told  the  International 
Federation  of  Pharmaceutical  Manufac- 
turers' Association.  "In  reality,  this  com- 
petition does  not  involve  waste  because 
although  there  may  be  duplication  of  ob- 
jectives (eg  to  find  a  cure  for  the  can- 
cers) there  will  very  rarely  be  duplication 
in  methods  of  achieving  these  objectives. 
Even  if  a  dozen  firms  are  all  aiming  to 
find  a  similar  type  of  cure,  they  are  all 
likely  to  be  approaching  the  problem  in 
different  ways."  The  industry's  competi- 
tive research  was  the  only  proven  method 
of  developing  new  medicines  and  90  per 
cent  of  all  new  medicines  introduced 
over  the  past  two  decades  originated 
from   industrial  laboratories. 

Studies  had  shown  that  if  a  new  medi- 
cine represented  only  a  minor  advance 
over  drugs  already  available  it  was 
generally  priced  lower  than  those  already 
on  the  market.  Manufacturers  followed 
this  policy  because  they  knew  there  was 
effective  price  competition  in  the  pre- 
scription medicine  market. 

Price  Commission 
investigations 

The  Price  Commission,  since  August,  has 
initiated  32  investigations  of  price  in- 
creases, prices  or  margins  and  conducted 
15  examinations  of  sectors  of  trade  or 
industry,  according  to  the  latest  quar- 
terly report  (May  to  July),  published  last 
week,  but  not  publicly  available  because 
of  industrial  action  at  HM  Stationery 
Office. 

In  all  cases  the  Commission  has  been 
guided  by  the  criteria  set  out  in  Section 
2  of  the  Price  Commission  Act  but  has 
concentrated  particularly  on  the  com- 
petition criterion.  "In  a  sense",  the 
report  says,  "it  underpins  all  the  others 
in  that  the  very  existence  of  a  competi- 
tive market  for  goods  or  services  exercises 
the  greatest  pressure  to  achieve  the  most 
efficient  use  of  inputs,  to  obtain  reduc- 
tions in  costs,  to  achieve  innovations  or 
improvements  in  quality  and  above  all 
to  satisfy  the  demands  and  interests  of 
users."  The  report  also  reveals  for  the 
first  time  that  following  discussions  with 
the  Commission  more  than  a  hundred 
price  increases  notified  by  large  firms 
have  been  withdrawn  or  modified  in  the 
past  year.  The  amount  of  price  increases 
notified  during  the  year,  has  been  reduced 
and  the  interval  between  them  has 
lengthened. 
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It  had  also  been  suggested  that  brand 
names  added  to  costs  because  branded 
medicines  were  more  expensive  than  their 
generic  equivalents.  Mr  Teeling-Smith 
continued.  But  the  comparison  between 
branded  and  generic  prices  was  only  re- 
levant when  the  originator's  patent  had 
expired.  In  Britain,  the  difference  in  cost 
beween  generic  medicines  and  alternative 
brands  with  identical  chemical  ingredients 
represented  only  about  0.2  per  cent  of 
the  total  cost  of  the  health  service.  The 
whole  principle  of  the  brand  name  sys- 
tem was  to  allow  the  manufacturer  and 
his  potential  customers  to  identify  speci- 
fically the  goods  concerned.  Without 
brand  names  coupled  with  the  patents 
system,  mass  markets  for  innovative 
goods  could  never  be  established. 

Advertising  or  information  to  the  pre- 
scriber  was  essential  to  create  mass 
markets.  Without  persuasive  pressure 
doctors  were  particularly  slow  to.  adopt 
innovations,  Mr  Teeling-Smith  said, 
thereby  preventing  economies  of  scale  in 
production  and  sales  which  allowed  high 
R  and  D  costs  to  be  spread  over  a  large 
number  of  unit  sales.  Hence  pharma- 
meutical  prices  would  be  higher.  Ex- 
perience had  shown  that  the  information 
given  to  prescribers  by  the  industry  was 
the  only  effective  way  to  tell  them  of 
innovations,  and,  therefore,  the  only  way 
of  ensuring  that  useful  new  medicines 
were  prescribed. 


Chemists'  sales 
up  16  pc 

The  index  for  retail  sales  in  August  for 
all  kinds  of  business  was  260  (1971  = 
100),  an  increase  of  15  per  cent  over 
the  same  month  last  year,  according  to 
Department  of  Trade  figures.  The 
figures  for  independents  was  227,  an  in- 
crease of  12  per  cent.  The  index  for 
all  chemists  and  photographic  dealers 
was  287,  an  increase  of  16  per  cent,  and 
for  independents,  244  (14  per  cent). 
NHS  receipts  are  not  included. 

Fire  destroys 
health  booklets 

A  fire  in  warehouses  at  St  Pancras, 
London,  last  weekend  destroyed  the 
entire  stock  of  the  British  Medical 
Association's  Family  Doctor  booklets. 

The  National  Pharmaceutical  Associa- 
tion has  a  small  reserve  stock  of  these 
publications  and  suggests  that  members 
continue  to  send  orders  which  will  be 
held  until  further  copies  can  be  re- 
printed. 

Beecham  appeal 

The  Beecham  group  is  to  appeal  against 
a  decision  in  the  Patent  Court  suspend- 
ing the  patent  for  amoxycillin.  Earlier 
this  year  Bristol-Myers  successfully  con- 
tested the  patent  granted  to  Beechanv 
in  1977.  A  spokesman  for  Beecham  told 
C&D  that  whoever  lost  the  present 
appeal  would  probably  seek  permission 
to  take  the  matter  to  the  House  of  Lords 
and  it  looked  like  being  a  long  dispute. 


Mr  J.  D.  Tombs  (left),  Edmonton,  receiving  a  Polaroid  Polavision  outfit  from  Jenny 
Lee-Wright  (centre)  and  Henry  Cooper,  at  a  recent  Vestric  trade  show.  Mr  Tombs  won 
fourth  prize — other  winners  were  Mr  B.  Freilich,  Watford,  a  fortnight  for  two  at  the 
Barbados  Hilton.  Mr  N.  S.  Patel,  Kidbrooke,  a  weekend  for  two  in  Paris,  Mr  G.  Powell, 
Caterham,  a  music  centre.  Almost  1,000  independent  retail  pharmacists,  wives  and 
assistants  attended  the  show  at  the  London  Hilton  Hotel — Vestrie  s  largest  ever  show, 
involving  Ruislip,  Enfield,  Croydon,  Footscray  and  Reading  branches.  There  were  42 
manufacturers  exhibiting  products 
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New  cosmetic  packaging.  New  display  material.  And 
iew  advertising. 

They're  all  part  of  the  complete  Eye  Dew  deal  to 
>oost  sales  again  this  year. 

Last  year  sales  increased  by28%.That's  because  more 
roung  women  with  cash  to  spend  on  cosmetics  are  using 
ye  Dew  as  part  of  their  everyday  make-up. 

So  they're  looking  for  Eye  Dew  where  they  buy  their 
>ther  eye  cosmetics. 

Advertising  helped  Eye  Dew  grow  rapidly. 
We  ran  a  national  radio  campaign  and  immediately 

sales  shot  up  by  39%  in  only  two 
months. 

So  this  year  we're  spending 
three  times  as  much  with  another 
national  radio  campaign  in  October 
and  November. 

At  the  same  time,  we're  running 
a  national  poster  campaign  that's 
so  provocative  you  won't  be  able  to 
keep  the  young  ladies  away. 

We  know  our  advertising  is 
working.With  all  this  other 
activity  going  on  this  Autumn  Eye 
Dew  sales  will  rocket,  /mk 
Ideal.  W 


One  of  the  first  signs  to  put  up 
when  you're  installing  electric  heating. 


Contrary  to  popular  opinion, 
installing  a  heating  system  doesn't 
have  to  be  a  messy  business: 

Especially  if  it's  electric  heating. 

It  won't  tear  your  place  apart, 
force  you  to  shut  up  shop,  or  make 
you  lose  out  on  a  lot  of  valuable 
business.  And  whether  you  install 
storage  radiators,  storage  fan 
heaters,  freestanding  Electricaire 
units,  or  direct  acting  heaters,  it's 
the  same  story. 

There  are  no  boilers,  flues, 
pipes  or  extra  ventilation  to  worry 
about.  So  you  won't  even  have  to 
close  down  while  the  work's  going 
on.  There's  hardly  any  mess  to  put 
up  with  because  it's  only  a  question 
of  some  simple  wiring.  Which  is  why 
it  can  be  done  so  quickly. 


Indeed,  at  Derek  Munday 
(Gatwards) Ltd.,  Saffron  Walden, 
it  took  only  1  \  days  to  install  their 
storage  fan  heaters. 


Or  if  the  thought  of  parting  with 
all  that  money  is  worrying  you,  we'd 
like  to  point  out  that  the  capital 
outlay  for  electric  heating  can  be 
significantly  less  than  for  any  other 
comparable  system.  And  with 
thermal  insulation  and  the  right  tariff 
for  the  job,  you  can  keep  your 
running  costs  down  to  a  minimum. 

Why  not  contact  your 
Electricity  Board  office  or  shop?  Or 
dial  100  and  ask  the  operator  for 
Freefone  2284.  You'll  be  put  in 
touch  with  one  of  our  commercial 
heating  specialists,  who'll  be  happy 
to  give  you  all  the  information  and 
advice  you  need. 

HEATlllCflfflC 

The  Elcrlricily  Council,  England  and  Wales. 
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PEOPLE 

Seven  new  Fellows 
in  Ireland 

Seven  pharmacists  had  the  award  of 
Fellows  of  the  Pharmaceutical  Society 
of  Ireland  conferred  on  them  by  Mr  M. 
F.  Walsh,  president  of  the  Society,  on 
September  25.  They  were  Dr  William 
Roles,  Mr  Michael  Cahill,  Mr  Michael 
Costello,  Mr  Patrick  Cummins,  Mr 
Valentine  Harte,  Sister  Mary  Walsh  and 
Mr  Robert  Semple. 

More  members  for 
Unichem  committees 

The  following  additional  members  have 
been  appointed  to  Unichem's  regional 
committees:  Midland  &  North  West — 
I.  McBeath,  Mellor  &  Son  (Warwick) 
Ltd,  Warwick;  C.  Richardson,  Park 
Avenue  North,  Northampton.  North — 
D.  L.  Scorah,  Scorah  Chemists  Ltd, 
Hazel  Grove,  Cheshire.  Scottish — P.  Gil- 
bride.  Gilbride  Chemist,  Glasgow. 

Deaths 

Strong:  On  September  24  Mr  Roy 
Strong,  aged  56.  Mr  Strong  was  the  sun- 
glass representative  for  Polaroid  (UK) 
Ltd  whom  he  joined  in  November  1962 
from  Polarizers  (UK)  Ltd.  During  his 
period  with  Polaroid  he  lived  in  the 
Birmingham  area  before  retiring  in  1972 
through  ill  health  to  Royston  in  Hert- 
fordshire. 

Scottish  conference 

The  Conference  of  Scottish  Pharmacists 
is  to  be  held  on  November  4-5  at  Atholl 
Palace  Hotel,  Pitlochry.  The  Conference 
starts  at  4  pm  on  Saturday  with  a  meet- 
ing of  members  of  the  Pharmaceutical 
Society's  hospital  group  and  there  is  a 
dinner  dance  in  the  evening.  Speakers 
on  Sunday  are  Mr  A.  Wade,  general 
editor  of  the  Pharmaceutical  Society's 
scientific  publications  on  "Development 
in  Martindale,"  Professor  A.  Florence, 
University  of  Strathclyde,  on  "Old  drugs 
in  new  guises"  and  Dr  F.  Fish,  dean  of 
School  of  Pharmacy,  giving  the  Mac- 
morran  lecture  on  "Prescription  for 
murder". 

Applications  should  be  sent  to  the 
staff  pharmacist.  Pharmaceutical  Society, 
Scottish  department,  36  York  Place, 
Edinburgh,  by  October  23.  Full  inclu- 
sive cost  is  £21;  day  tickets  for  Sunday 
only  are  £6.50  and  dinner  dance  tickets 
are  £5.50  per  person. 

News  in  brief 

□  The  second  list  of  revised  prices  and 
amendments  to  the  Drug  Tariff  con- 
tains the  increased  fees  for  rota  service, 
effective  from  August  1  and  the  revised 
on-cost  allowance,  effective  from  July  1. 

□  Copies   of  Approved   Names  1977: 
Supplement  3,  effective  from  October  1, 
are   available   from   the   secretary  and 
scientific  director,  British  Pharmacopoeia 
Commission,  8  Bulstrode  Street,  London. 


TOPICAL  REFLECTIONS 

by  Xrayser 


This  is  your  life  . . . 

It  used  to  follow  that  because  buying  larger  quantities  than  normal 
entailed  an  element  of  risk,  a  better  margin  was  expected  than  on  day  to 
day  purchases.  Accordingly  when  I  began  in  business,  I  bought 
manufacturers'  discount  parcels,  thinking  cheerfully  that  I  was  picking 
up  more  profit.  I  soon  found  that  the  Government,  not  sympathetic  to  my 
enterprise,  were  calculating  and  deducting  such  discounts  from 
my  NHS  payments,  so  that  not  only  was  I  not  making  a  few  extra  bob, 
but  had  to  buy  the  parcels  to  maintain  my  basic  profit.  Disappointing, 
but  worse  was  to  come,  for  with  the  inflation  of  the  past  few  years 
I  never  seemed  to  have  enough  money  in  the  bank,  my  profits  being 
locked  up  by  the  increased  cost  of  replacing  stock.  In  consequence  I 
have  had  to  cut  down  on  buying  to  the  point  where  only  one  or  two 
parcels  moved  quickly  enough  to  be  worth  while.  Which  leaves  us 
with  a  markedly  smaller  profit  than  we  are  entitled  to  expect,  since  the 
Government  until  just  recently  still  calculated  that  we  buy  big — so 
far  as  the  contract  is  concerned,  we  would  be  better  off  if  there  were 
no  discounts  at  all. 

But  I  am  as  human  as  the  next,  and  when  the  entrepreneurs  came 
trotting  round  with  bunce,  or  discounts  reflected  as  credits  or 
dividends,  my  grin  was  as  wide  as  yours,  brothers.  Of  course  I  bought; 
I  could  not  afford  not  to.  But  the  picture  changes.  Now  the  legitimate 
wholesalers  are  baying  at  our  doors,  with  offers  or  misgivings;  so 
wipe  the  grins  from  your  faces  sweet  colleagues,  for  now  we  will  have 
to  mount  our  tiger,  knowing  pretty  we!:  what  the  end  will  be.  It  may 
look  great  to  you,  this  chance  of  all  that  extra  profit,  perhaps 
£200-£300  off  drug  bills  each  month,  with  extra  off  counter  lines  from 
at  least  one  firm,  who  will  be  followed  surely  by  the  others,  tooting 
sweetly  (if  I  may  play  with  words).  But  the  longer  term  looks  grim  to 
me,  for  can  there  be  any  doubt  that  Government  will  arrange  a  complete 
snatchback?  And  once  this  bigger  treadmill  is  rolling  there  will  be 
no  stepping  off.  Not  only  that:  I  think  the  wholesalers  will,  of  necessity, 
need  to  tie  us  into  almost  100  per  cent  allegiance  in  order  to 
stand  the  discounts.  Then,  like  it  or  lump  it,  we  will  have  to  buy 
everything  we  can  from  the  firm  of  our  choice,  with  the  Devil 
taking  the  hindmost. 

The  implacable  logic  of  business  cannot  long  be  diverted  by  the 
emotional  claims  of  loyalty,  service,  nor  even  of  friendship.  !  see  the 
demise  of  at  least  one  national  chain  of  comprehensive  wholesalers, 
which  is  likely  to  leave  many  of  us  badly  placed  in  trying  to 
maintain  a  semblance  of  our  past  service.  Furthermore,  if  like  me, 
you  having  been  taking  your  full  60  days'  credit,  a  shortening  down  to 
30  days  will  leave  us  gasping  in  the  bank  nets  for  quite  a  while. 

In  a  couple  of  years  time?  Again,  can  you  doubt  that  we  will  be 
working  under  a  more  severe  discipline  than  at  present,  with  less 
choice,  fewer  to  help  us  and  a  greatly  limited  number  of  deliveries? 
Our  reward  will  be  the  knowledge  that  for  perhaps  five  or  six  months 
we  got  away  with  an  extra  5  per  cent  discount  on  drug  purchases. 
Big  deal?  Personally  I  think  we  will  be  very  lucky  if  we  end  up  as  well 
off  as  we  are  at  present,  having  additionally  lost  a  month's  credit 
and  some  of  our  suppliers.  The  Government  may  be  forced  by  the 
PSNC  to  recognise  the  shorter  credit  terms  and  will  then  have  to  find 
rather  a  lot  of  money  to  bring  payments  up  to  date,  which  could  be 
highly  embarrassing  for  them,  and  may  just  possibly  influence 
them  to  bring  pressure  on  the  drug  manufacturers  if  we  move  fast  and 
point  out  the  implications.  It  looks  a  pretty  forlorn  hope  though,  for 
with  no  valid  financial  reason  for  getting  involved,  why  should  makers 
care?  After  all,  they  want  their  trade  price  and  what  happens  after 
that  doesn't  concern  them.  The  only  reason  they  offer  us  direct  terms 
is  that  they  don't  have  to  give  us  the  full  15  per  cent  to  wholesalers, 
and  so  make  their  extra  fast  bucks  while  kidding  us  we  make  an 
extra  profit.  Unless  drug  manufacturers  act,  this  is  to  be  our 
life  .  .  .  and  their  fault. 
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w  Look  at  him  now.  Isn't  he  beautiful? 
Yet  five  minutes  ago  I  could  have  quite  happily 
throttled  him.  Why  oh  why  does  teething  pain 
always  seem  to  strike  at  three  in  the  morning? 

Thank  goodness  the  chemist  recommended 
Dentinox.  It's  the  only  one  specially  formulated 
for  babies  apparently.  Anyway,  it  certainly  works 
a  treat.  All  it  took  was  a  gentle  rub  on  the  trouble 
spot,  a  quick  cuddle  and  he  was  away  again  as  soon 
as  he  hit  the  pillow.  Thanks  a  lot  Dentinox.  From 
now  on  it'll  be  a  good  night  for  me. . . 


<;>r>3 


and  itfs  a  good  night 

from  him9 


DENTINOX 
teething  gel 


You'll  be  doing  a  real  kindness  by  recommending  Dentinox. Dendron  Ltd.,  94  Rickmansworth  Rd.,  Watford,  Herts. Tel  (0923)  29251 


RED  KOOGA 

the  Ginseng  they're  all  talking  about 


GINSENG 


600mg  tablets, 
strip  packed,  one-a-day, 
1  month  plus  five  days  supply. 


Outers  10  x  36  cost  £16.83  plus  VAT, 
sell  at  £2.75  each  inc.  VAT. 


Enquire  from  your  usual  wholesaler  or  direct  from  the  manufacturers. 

RED  kSOGA 

KING  OF  GINSENG 

Manufactured  by:  PANAX  GINSENG  CO.  (U.K.) 
A  division  of  English  Grains  Ltd. 

Park  Road,  Overseal,  Burton-on-Trent.  Staffs.  Telephone  0283  221616. 
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LETTERS 

Should  Unichem's 
rules  be  revised? 

I  was  pleased  to  read  that  Mr  Peter 
Dodd's  disingenuous  defence  of  Uni- 
chem's retaliatory  action  on  discounts 
was  not  received  uncritically  by  all  who 
attended  the  Lincolnshire  Pharmaceutical 
Conference.  Mr  Dodd's  version  of  the 
truth  is  indeed  over-simplistic  and  parti- 
san, as  pointed  out  by  Mr  Don  Ross; 
Mr  Ross's  observations  must  not  be 
allowed  to  be  dismissed  contemptuously 
because  they  contained  a  great  deal  of 
common  sense. 

Mr  Dodd  stands  indicted  as  a  dis- 
counter by  his  own  advertising  supple- 
ment celebrating  Unichem's  fortieth 
anniversary,  the  bar  charts  on  the  last 
page  of  which  strikingly  portray  the 
pharmaceutical  growth  of  Unichem  since 
the  inception  of  the  graduated  rebate 
scheme  in  1974.  Under  RPM  wholesalers 
are  supposed  to  compete  on  service  alone 
for  the  retail  pharmacist's  business  in 
price-maintained  products.  What  are  the 
main  elements  in  a  wholesaler's  service? 
— stock  availability,  service  frequency 
and  accuracy,  and  credit.  What  is  unique 
about  Unichem's  service  in  the  past  four 
years  which  would  explain  their  pheno- 
menol  rate  of  growth? — the  graduated 
rebate  scheme. 

Indirect  ethicals'  discounting 

Mr  Ross  is  right  to  characterise  the 
rebate  scheme  as  a  means  of  indirectly 
discounting  "ethicals",  and  it  is  surely 
very  significant  that  Unichem  have  lost 
turnover  at  an  accelerated  rate  since 
June  when  a  comparable  scheme  was 
introduced  by  one  other  of  the  big  four 
wholesalers — so  much  for  the  sense  of 
belonging  to  an  organisation  that  exists 
solely  for  the  independent  pharmacist! 

Mr  Dodd's  reaction  seems  always  to 
be  that  "attack  is  the  best  form  of  de- 
fence"— never  mind  that  the  attack  is 
totally  indiscriminate,  carrying  discount 
on  price-maintained  "ethicals"  into  the 
furtherest  reaches  of  Unichem  van  routes 
regardless  of  whether  or  not  local  cir- 
cumstances justify  his  actions.  Such 
"overkill"  surely  justifies  the  charge  that 
he  would  destroy  RPM  in  his  efforts  to 
maintain  Unichem  market  growth. 

Mr  Dodd's  principle  justification  for 
the  graduated  rebate  scheme  is  that  he 
has  to  distribute  profit  in  this  way  to 
comply  with  the  Industrial  and  Provid- 
ent Societies  act,  which  governs  Uni- 
chem's constitution  and  rules.  He  claims 
he  cannot,  as  was  suggested  by  Mr 
Ross,  pay  out  profit  conventionally  in 
relation  to  the  number  of  shares  held 
because  "the  Act"  limits  such  payment 
to  not  more  than  1  per  cent  above  MLR 
or  bank  rate.  I  suspect  that  Mr  Dodd 
dissembles  on  that  point  also.  What  he 
should  have  told  the  Lincolnshire  con- 
ference was  that  the  dividend  to  share- 
holders is  restricted  to  that  level  by  Uni- 
chem's rule  105(a).  Rules  105(c)  and  (e) 


allow  the  application  of  profits  and  re- 
serves in  less  controversial  ways  than 
the  rebate  scheme  under  rule  105(d). 

One  can  only  conclude  that  rule  105 
was  framed  by  Unichem  directors  to 
allow  its  selective  use  to  further  their 
marketing  strategy  and  exploiting  to 
maximum  effect  the  carrot  of  the  gradu- 
ated rebate  scheme.  The  rule  is  not 
immutable  however.  Rule  113  says  "any 
of  these  rules  may  be  rescinded  or 
altered,  or  a  new  rule  may  be  made  by 
a  resolution  passed  at  an  annual  or 
special  meeting  of  the  Society  by  two- 
thirds  of  the  votes  cast." 

The  time  has  surely  come  to  revise 
Unichem's  rules  before  the  RPM  "baby" 
is  flung  out  with  the  "dirty  bath  water" 
of  Unichem's  rebate  scheme.  Let  us  hope 
that  a  significant  number  of  manufac- 
turers will  make  such  a  revision  man- 
datory upon  Unichem  through  amend- 
ment   to    their    wholesale  distribution 
agreement.  In  the  meantime,  I  suggest 
that  a   more   appropriate   wording  for 
Unichem's  regular  advertisements  in  the 
C&D   would  be   "Unichem — Means  to 
end  our  security!" 
D.  P.  Mulholland 
Managing  director 
Graham  Tatford  &  Co  Ltd 
Portsmouth 

Drummond  history 

The  article  concerning  the  Guinness 
chemist-chain  subsidiary  (R.  Gordon 
Drummond)  is  worded  in  such  a  way 
that  it  may  possibly  mislead.  A  brief 
historical  survey  on  p. 574  states  that 
"records  show  Drummond  in  Edinburgh 
pharmacy  in  the  early  18th  century  be- 
fore the  time  of  Bonnie  Prince  Charlie." 
The  Drummond  referred  to  must  surely 
be  Adam  Drummond,  of  Megginch, 
surgeon-apothecary,  who  was  appointed 
joint-professor  of  anatomy  in  the  Town's 
College  in  1708. 

It  may  be  that  there  is  no  intention 
of  linking  that  eminent  figure  with  the 
present  firm,  but  the  implication  is  there. 
There  is  no  connection  whatsoever. 
C.  G.  Drummond 
Bo'ness,  West  Lothian 

PSNC  levy 

Mr  S.  Blum's  letter  (last  week,  p568) 
contained  inaccurate  statements  regard- 
ing the  PSNC  levy. 

It  is  true  to  say  that  there  has  been  a 
substantial  increase  in  the  PSNC  levy  in 
recent  years  but  this  has  stemmed  mainly 
from  the  decision  to  establish  PSNC  as 
an  entirely  independent  organisation  in 
response  to  the  wishes  of  contractors.  It 
is  not  true  to  say  that  "contractors 
ultimately  pay  this  money"  as  all  levies 
are  reimbursed  in  full  to  contractors  in 
their  remuneration.  This  is  stated  in  the 
PSNCs  annual  report  from  which  Mr 
Blum  quotes  and  has  been  stated  in 
every  previous  annual  report. 

Quite  obviously  the  PSNC  is  respon- 
sisble  to  contractors  for  its  action  but 
it  is  essential  that  contractors'  comments 
relate  to  the  facts  of  the  situation. 

Your  correspondent  Mr  D.  V.  Brandon 


is  under  the  impression  that  contractors 
are  making  an  interest  free  loan  to  the 
Department  of  Health  in  respect  of  NHS 
monies  owed.  Not  so!  The  average  NHS 
debt  period  is  8  weeks  and  is  included 
in  the  calculation  of  capital  employed 
on  which  the  Department  is  currently 
paying  a  return  of  16  per  cent,  equiv- 
alent to  over  4p  per  prescription. 
M.  D.  Brining 
Financial  executive,  PSNC 
Rickmansworth 

No  blank  cheque 

A  rational  distribution  of  pharmacies  is 
desirable,  in  the  interest  of  the  profession 
and  of  the  public.  Yes,  but  should  we 
subscribe  to  interference  with  existing 
pharmacies,  even  if  we  agree  to  planning 
for  the  future  through  FPCs  using  the 
knowledge  of  the  local  contractors  com- 
mittee directly  concerned?  Ask  yourself 
this,  and  many  other  questions. 

Be  warned  by  the  two  previous  confer- 
ences of  pharmaceutical  committees.  We 
must  not  be  bluffed  or  bludgeoned  into  a 
hasty  decision  to  swap  a  restricted  distri- 
bution of  pharmacies  for  a  package  of 
basic  practice  and  initial  practice  allow- 
ances, locum  allowances  etc. 

We  have  agreed  in  principle  to  this 
package,  but  this  time  any  decision  taken 
at  the  forthcoming  conference  in  Nov- 
ember must  be  taken  back  to  contractors' 
committees  for  full  discussion. 

Yes  the  process  will  take  time,  and 
without  doubt  we  shall  need  to  negotiate 
point  by  point,  otherwise  a  blank  cheque 
agreement  may  lead  the  way  to  nation- 
alisation. It  is  your  decision  and  your 
guess  who'd  win. 
Enid  Lucas-Smith 
Langley,  Berks 

Who  pays? 

If  Mr  Blum  (letters  last  week)  can  re- 
member his  mythology,  he  will  see  that 
it  is  clear  that  the  PSNC  is  the  ferryman 
and  that  we  (the  contractors)  are  paying. 
The  pertinent  question  is  where  are  we 
being  rowed? 
M.  J.  G.  Tompkins 
Runcorn.  Cheshire 


Cyclotron  appeal 

An  appeal  for  funds  to  install  a  cyclo- 
tron on  the  Foresterhill  site  of  the 
Aberdeen  Royal  Infirmary  and  university 
medical  school  has  been  made  by  Pro- 
fessor John  Mallard,  head  of  the  bio- 
medical physics  and  bio-engineering 
department.  The  cyclotron  which  will  be 
used  for  new  methods  of  diagnosis  and 
analysis  has  already  been  bought,  shipped 
from  Melbourne  University,  Australia, 
and  unpacked.  More  money  is  now 
needed  to  re-assemble  the  machine,  pro- 
vide the  building  and  to  operate  both. 
An  independent  local  Trust  has  promised 
that  every  sum  collected  as  a  result  of 
the  appeal  will  be  doubled  (up  to  a 
generous  upper  limit).  Contributions 
should  be  sent  to  Professor  Mallard, 
University  of  Aberdeen,  Foresterhill, 
Aberdeen  AB9  2ZD. 
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J  &  J  enter  sanpro  market  with 
Carefree  Parity  Shields 


Johnson  &  Johnson  are  entering  the  UK 
sanpro  market  with  Carefree  Panty 
Shields.  "Far  from  duplicating  existing 
products,  it  will  establish  a  new  growth 
sector  in  the  sanpro  market,"  according 
to  Peter  Mitchell,  director  and  general 
manager  of  Johnson  &  Johnson's 
consumer  products  division. 

Johnson  &  Johnson  are  starting  in  the 
UK  sanpro  market  from  scratch.  But 
they  have  the  considerable  advantage  of 
worldwide  experience  of  marketing 
sanpro  products,  with  the  important  plus 
of  being  the  leading  manufacturer  world- 
wide in  this  product  category  they  say. 
Carefree  Panty  Shields  were  launched  in 
the  USA  two  years  ago  and  "have  since 
taken  off  with  outstanding  success  in  no 
fewer  than  16  countries."  Which  is  why, 
according  to  Peter  Mitchell,  "we  are 
confidently  taking  the  unprecedented 
step  of  moving  into  a  national  launch, 
following  considerable  UK  development 
and  research,  but  without  the  usual  test 
marketing." 

The  UK  launch  will  be  backed  by 
what  is  described  as  the  biggest  market- 
ing support   ever   seen   in   the  sanpro 


market.  Johnson  &  Johnson  are  spend- 
ing £1  million  in  advertising,  promotion 
and  sampling.  Advertising  starts  in 
November  using  double  page  colour 
advertisements  in  women's  magazines. 

For  the  first  time  ever,  free  samples 
of  a  sanpro  product — seven  million 
samples  of  Carefree  Panty  Shields — will 
first  go  into  Woman,  Woman's  Own  and 
Woman's  Realm  and  subsequently  other 
women's  magazines. 

The  characteristic  of  Carefree  Panty 


Shields  is  that  they  provide  a  modern 
and  convenient  solution  to  a  whole 
variety  of  light  protection  and  feminine 
hygiene  problems  for  extra  assurance  at 
any  time  of  the  month.  They  are  soft, 
small,  slim  and  absorbent,  as  well  as 
being  comfortable,  well-shaped  and 
secure.  Carefree  are  effective  for  light 
days  at  either  end  of  a  period,  for  dis- 
charges or  spotting,  as  an  extra  to 
tampons  as  well  as  for  general  hygiene 
and  all-day  freshness. 

Much  research  has  gone  into  the  pro- 
duct in  the  UK.  In  unbranded  paired 
comparison  tests  women  are  said  to  have 
preferred  Carefree  three  to  one  against 
the  only  UK  competitive  brand. 

Carefree  Panty  Shields  will  be  packed 
in  10s  and  30s  and  in  addition  to  ad- 
vertising and  sampling  there  will  be 
introductory  on-pack  promotions.  The 
10  pad  pack  will  be  launched  at  a 
special  trial  price  of  £0.19  and  the  30 
pad  pack  will  carry  an  in-pack  coupon 
worth  £0.20  off  the  next  purchase. 
Johnson  &  Johnson  expect  normal  prices 
to  settle  around  £0.29  for  10s.  Johnson 
&  Johnson  Ltd,  Slough,  Berks  SL1  4EA. 


What  to  look  for  in 
anti-theft  mirrors 


Is  it  the  right  type  for  the  job?  Volumatic  make  a  wide  range 
including  static,  moving,  circular  convex,  'Slimview'  for  low 
ceilings,  shatterproof  'Halos',  ceiling  mounted  hemispheres, 
moving  three-mirror  units  and  two-way  observation  mirrors. 

Is  it  well  made?  All  Volumatic  mirrors  give  a  clear  reflective 
image  without  distortion  and  are  fully  sealed  against  moisture. 
They  are  well  engineered  and  have  an  unconditional  twelve-month 
guarantee. 

How  long  for  delivery?  As  Europe's  biggest  supplier  of 
anti-theft  mirrors  we  are  always  able  to  supply  ex-stock. 

What  do  I  get  for  my  money?  The  finest  security  mirrors 
available  plus  free  deterrent  notices.  Advice  and  written  information 
on  retail  security  is  available  free  of  charge  to  all  customers. 

How  can  I  find  out  more?  Just  send  off  the  coupon  below. 


Look  for  the  name 

VolumaticT 

Europe's  retail  security  experts 

Volumatic  Limited,  Taurus  House,  Kingfield  Road, 
Coventry  CV6  5AS.  Tel:  (0203)  84217 
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Please  send  me  full  details  of  all  Volumatic  anti-theft  mirrors. 

Name 

Company 

Address 
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SECURITY 

CASK) 


TIMED  SALES  RECEIPTS 

Time  printed  in  digital  format  for 
increased  deterrent  against  shoplifters, 
tighter  store  security. 


TIMED  AUDIT  RECORDS 

For  closer  supervision,  monitored 
opening/closing  times,  controlled 
results  reportage. 


PLUS  OVERFLOW 
SYSTEM 

On  certain  models  a 
discreet,  AT -A-G  LANCE 
signal  when  any 
attempt  to  falsify 
results  may  have 
been  made. 


,  3  3.45  * 


TIMED 

INTERVAL  REPORTS 

For  printed  by-the-hour  reports 
on  customer  traffic  for  staffing 
levels,  opening  hours, 
productivity  fluctuations. 


TIMED  ALERTS 


For  pre-set  audible  alerts  on 
the  timing  of  cash-lifts, 
banking  routines,  shift 
changes,  Happy  Hours, 
special  promotions. 


PLUS  DATE 
CHANGE 

Once  set,  date  and  time 
automatically  change  on 
receipts  and  audit  records. 
Even  in  leap  years-even  after 
weekend  switch-offs. 


r 


TIMED  DISPLAYS 

On  the  button  visual 
display  of  time  for  customer, 
staff  and  management 
convenience. 


i  n  _ 


_l  »J    ►  TIME 


AND  ALL  AT  NO  MORE  THAN  FOR 
ORDINARY  CASH  REGISTER  EQUIPMENT 


TO  BE  PRECISE 


More  information  please  CH 
A  demonstration  please  Q 

Name 


1 


Co/Firm 


Address 


Tel.  No. 


L 


To:  Casio  Electronics  Co.  Ltd., 

28  Scrutton  Street,  London  EC2A  4TY. 
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When  your  customers  come  looking  for 
relief  from  their  mild  sore  throats  and  mouth 
irritations,  'Tyrozets'  are  a  winning  line  - 
mild,  pleasant  tasting,  and  very  effective. 

To  really  win  this  winter,  make  sure  you  get 
all  details  of  the  Tyrozets'  Autumn/Winter 
Bonus  Offer,  and  stock  up  now. 

594    Chemist  &  Druggist 


TYROZETS 

a  'pharmacy-only'  product 

/-'"VC~N  Each  'Tyrozets'  lozenge  contains  1  mg  tyrothncin  and  5  mg  benzocame  BP 

(m(S)  D)  Detailed  information  is  available  on  request. 

l^l^pQ^  ©denotes  registered  trademark. 

SHARP  Merck  Sharp  &  Dohme  Limited,  Hoddesdon,  Hertfordshire  EN11 9BU 

DOHME  Telephone  Hoddesdon  67272 
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Oil  of  Ulay  marketing 
drive  in  chemists 


Richardson-Merrell  Ltd,  as  part  of  their 
plan  to  step  up  their  marketing  activity, 
have  arranged  an  Oil  of  Ulay  consumer 
promotion  through  independent  chem- 
ists, linked  to  a  window  display  competi- 
tion that  the  retail  pharmacist  is  able  to 
enter. 

The  consumer  promotion,  which  starts 
on  October  2,  gives  Oil  of  Ulay  users 
the  opportunity  to  buy  a  cosmetic  bag 
at  a  special  offer  price  of  £0.99  plus 
postage  (said  to  be  worth  £1.75).  The 
customer  also  has  the  opportunity  to 
buy  a  matching  toilet  bag  to  complete 
the  set  at  £2.75  plus  postage  (normal 
selling  price  is  said  to  be  £4.30).  The 
bags  are  in  a  modern  canvas  fabric 
with  bold  pink,  black  and  white  stripes. 

To  take  advantage  of  this  offer  the 
customer  has  to  complete  the  order  form, 
which  will  be  supplied  through  her  local 
pharmacy,  and  send  it  off.  with  a  cheque 
or  postal  order  and  one  side  panel  from 
a  250ml  pack  of  Oil  of  Ulay,  to  the 
address  shown  on  the  leaflet.  To  promote 
the  offer  in  retail  outlets  Oil  of  Ulay 
display  units  have  been  produced  which 
will  feature  the  cosmetic  bag  and  which 
will  contain  the  leaflets /order  forms  in 
a  special  dispenser.  The  offer,  which 
runs  until  February  28  next  year,  is 
expected  to  give  a  real  boost  to  sales  of 
the  250ml  size  pack  of  Oil  of  Ulay  in 
independent  chemists. 

Starting  at  the  same  time  as  this 
special  offer  for  consumers  is  an  Oil  of 
Ulay  window  display  competition.  A 
total  of  nine  prizes  will  be  awarded  for 
the  most  effective  window  displays  of 
Oil  of  Ulay  between  October  2  and 
December  20.  The  judges  will  consider 
the  following  points:  the  most  imagi- 
native and  creative  display  of  the  pro- 
duct, the  most  effective  use  of  the  Oil  of 
Ulay  display  material  supplied  by  the 
representative  and  the  creative  use  of 
any  additional  display  material. 

Each  display  will  be  photographed  by 
the  local  Richardson  Merrell  represen- 
tative and  this  photograph  will  be  sub- 
mitted by  the  representative  to  the 
judges.  Where  a  window  display  is  not 
possible  an  in-store  display  will  be 
accepted  as  a  valid  entry.  Judging  will 
be  complete  by  January  15  and  the 
following  prizes  will  be  awarded  to  the 
chemists  judged  to  have  arranged  the 
most  effective  displays:  There  will  be 
eight  regional  awards  of  £100  Thomson 
holiday  vouchers  plus  a  national  first 
prize  of  a  £300  Thomson  holiday 
voucher  for  the  chemist  judged  to  have 
the  best  entry  out  of  the  eight  regional 
prize  winners — so  this  winner  will  re- 
ceive a  total  of  £400  worth  of  holiday 
vouchers.  Richardson-Merrell  Ltd,  20 
Queensmere,  Slough,  Berkshire. 


Cabdrivers  linctus 
for  diabetics 

Cabdrivers  diabetic  linctus  has  been 
added  to  the  Cabdriver  range.  Each  5ml 
contains  codeine  phosphate  15mg  and 
ephedrine  hydrochloride  6mg  in  a  lemon- 
flavoured  sorbitol  base.  There  are  about 
4.3g  of  carbohydrate  in  each  5ml,  pro- 
viding about  16kcals.  Cabdrivers  diabe- 
tic linctus  (100ml,  £0.74)  is  a  Pharmacy 
Only  product.  Ford,  Jackson  &  Co 
(Sales)  Ltd,  Church  Street,  Castle  ford, 
West  Yorks. 

Double  launch  from 
Tom  Caxton 

Tom  Caxton  is  introducing  a  seventh 
variety,  and  a  chance  to  grow  grapes  in 
a  homebrewer's  back  garden. 

After  a  period  of  test-marketing  Tom 
Caxton  are  making  a  barley  wine  kit 
available  throughout  the  country  from 
October  2.  In  a  10  pint  size — equivalent 
to  30  glasses  of  barley  wine  from  the 
traditional  "nip"  size — Tom  Caxton 
barley  wine  takes  14  days  to  brew,  yet 
is  said  to  be  much  stronger  than  normal 
draught  beer. 

Simultaneously,  the  brand  is  offering 
home-brew  enthusiasts  the  opportunity  to 
grow  their  own  vines — at  home.  An 
on-pack  promotion  to  run  until  April 
1979.  offers  consumers  three  specially 
selected  vines  for  £5  plus  a  free  book 
telling  them  how  to  tend  the  vines  and 
make  various  wines  from  the  grapes. 

A  Press  campaign  to  support  Tom 
Caxton  is  also  being  launched  this 
month.  The  campaign  is  designed  both 
to  attract  new  brewers  into  the  market 
and  to  switch  existing  homebrewers  to 
Tom  Caxton.  The  first  of  the  consumer 


adverts — "If  you  appreciate  beer  from 
a  small  brewery" — -is  appearing  in 
Reader's  Digest,  The  Telegraph  Sunday 
magazine  and  the  Observer  magazine, 
and  over  the  next  three  months  the 
campaign  will  take  in  specialist  and 
hobby  publications  and  weekly  maga- 
zines. Reckitt  &  Colman  Food  Division, 
C arrow,  Norwich  NOR  75  A. 

Yearbook  offer 
from  Nulon 

A  free  on-pack  Nulon  offer  of  a  beauty 
care  yearbook  and  diary  is  being 
launched  this  autumn  by  Reckitt  and 
Colman's  toiletries  division.  Selling-in  is 
scheduled  both  for  this  month  and 
November  in  pharmaceutical  and  grocery 
outlets. 

To  obtain  the  yearbook  purchasers 
send  one  neck  collar  from  any  of  the 
three  standard  sizes  of  Nulon  handcream 
to  Reckitt's  premium  department.  With 
every  free  book  comes  a  voucher  worth 
lOp  off  the  next  Nulon  purchase. 

The  28  page  Nulon  yearbook  for  1979 
contains  beauty  hints  on  hair  and  skin 
care  and  slimming,  an  appointments  diary 
(one  page  per  month)  address  book  and 
two  year  calendar.  There  are  also  pages 
devoted  to  the  signs  of  the  zodiac  and 
key  dates  in  the  year.  The  book  is  a 
handy  size  for  handbag  and  dressing 
table.  The  offer  will  be  backed-up  in 
store  by  shelf  strips  and  counter  display 
material  and  trade  discounts  will  be 
available  on  all  orders  placed  during  the 
sell-in.  For  the  retailer  there  will  also 
be  the  incentive  of  repeated  Nulon  sales 
when  the  money-off  vouchers  are  re- 
deemed. Reckitt  Products,  Reckitt  House, 
Stoneferry  Road,  Hull  HU8  8DD. 


Radox  towel 


Radox  salts  are  being  supported  this 
month  with  a  new  luxury  towel  offer. 
Two  Osman  towels,  20  by  36  inches  long, 
are  closely  woven  from  the  finest  all- 
cotton  two-fold  yarns.  The  design,  in 
blue  and  red,  is  interwoven  into  the 
towels  and  shows  either  the  two  black 
playing  card  Kings  or  the  red  Queens. 

The  price  of  the  special  offer — £3.95 
plus  50p  postage  and  packing  to  accom- 
pany one  top  from  a  Radox  salts  promo- 
tion pack — is  said  to  represent  a  saving 
of  over  £2  on  the  price  of  equivalent 
towels  in  the  shops.  As  a  bonus  to 
consumers,  Nicholas  Taboratories  Ltd, 
are  giving  away  free  with  each  pair  of 
towels  a  set  of  playing  cards.  The  offer 
closes  on  June  30,  1979,  and  to  support 
it,  the  company  is  supplying  a  range  of 
point-of-sale  material.  Nicholas  Labora- 
tories Ltd,  225  Bath  Road,  Slough. 
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New  Early  Bird  promotion 
for  Polaroid  Lookers 


Polaroid's  annual  Early  Bird  promotion, 
designed  to  give  sunglass  stockists  extra 
profit  when  ordering  sunglass  packs,  is 
said  to  have  been  given  a  new  look  for 
the  introduction  of  the  company's  new 
range  of  sunglasses  called  Lookers  by 
Polaroid. 

As  in  previous  years,  retailers  who 
order  sunglass  packs  before  January  15 
1979  for  delivery  during  January  or 
February  1979  are  eligible  for  an  extra 
bonus.  The  bonus  is  in  addition  to  free 
pairs  of  sunglasses  already  included  in 
all  Lookers  by  Polaroid  packs.  This  year 
the  stockist  has  the  choice  of  extra  pairs 
of  sunglasses  or  a  wide  selection  of  gifts. 

The  gifts  available  include  the 
Sonarautofocus  camera  which  was  intro- 
duced by  Polaroid  at  Photokina  and  the 
Sinclair  microvision  miniature  pocket 
size  television.  Other  gifts  include  a  gold- 
plated  Polaroid  SX-70  camera,  solid  gold 
pens,  watches  and  calculators. 

All  packs  arrive  ready  priced  and 
loaded  for  instant  display  and  sales,  and 
have  a  points  value  as  detailed  in  the 
following  list:  One  sports  pack  is 
worth  85  points,   one  clip-on  pack  is 


worth  100  points,  one  50  pack  is  worth 
125  points,  one  100  pack  is  worth  250 
points  and  one  150  pack  is  worth  375 
points.  Depending  on  which  packs  are 
ordered  a  retailer  will  amass  a  total 
number  of  points  which  can  then  be 
spent  on  sunglasses  or  gifts  according  to 
the  points  value  of  the  items  required. 

Stockists  obtain  their  gifts  or  sun- 
glasses by  first  completing  and  then  send- 
ing back  to  Polaroid  before  March  31, 
1979  a  claim  form  enclosed  in  each  pack. 
Polaroid  (UK)  Ltd,  Ashley  Road,  St 
Albans. 

Philishave  campaign 
kicks  off 

Philips'  pre-Christmas  shaver  campaign 
"kicks  off"  during  Sunday  football  on 
October  15,  when  the  first  of  two  new 
45  second  commercials  is  screened 
throughout  the  ITV  network. 

A  few  days  before  the  campaign 
breaks,  Philips  has  booked  90-second 
afternoon  spots  throughout  the  com- 
mercial network  to  announce  the  cam- 
paign to  the  trade.  The  previews  will  go 


out  between  2.15  and  2.30  pm  on 
Tuesday,  October  10. 

Filmed  in  Welsh  beauty  spots  and 
locations  in  and  around  London,  the 
new  commercials  feature  people  "fam- 
iliar with  close  shaves" — a  high-powered 
diplomat  and  a  mountaineer.  Both 
scripts  are  described  as  mini  dramas 
with  amusing  consequences,  and  each 
ends  with  a  pack  shot  and  the  voice- 
over:  "If  you  want  a  close  shave,  get 
a  Philishave.  The  close  shave  that's  a 
positive  pleasure." 

The  "close  shave"  theme  will  be 
echoed  on  LBC  radio  in  a  burst  of 
pre-Christmas  advertising  scheduled  for 
later  in  the  autumn.  Philips  Electrical 
Appliances  Ltd,  City  House,  420  London 
Road,  Croydon  CR8  3QR. 

Arden's  berries 

Elizabeth  Arden  are  calling  their  autumn 
look  the  "fresh  picked  berries"  make-up. 
They  are  adding  Beechnut  lipcolour 
(£1.15)  and  nail  lacquer  (£0.90)  to  their 
range.  Elizabeth  Arden,  76  Grosvenor 
Street,  London  W1A  2AE. 
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Combe  offer  discounts  in 
autumn  profit  drive 


This  autumn,  independent  chemists  are 
being  offered  the  chance  to  earn  sub- 
stantial rebates  on  all  Combe  products, 
says  the  company.  A  team  of  sales  girls 
will  be  offering  a  mixed  Odor-Eater 
floorstand  containing  30  regular,  12 
Super-Tuff  and  six  Economy  Twin  Pack, 
ex-car,  to  retailers  who  will  be  eligible 
for  a  10  per  cent  trade  rebate — a  saving 
of  £3.00  on  the  normal  trade  price.  There 
is  also  a  promotional  offer  whereby  con- 
sumers may  obtain  a  pair  of  "tube  sports 
socks"  free,  from  Combe,  in  exchange 
for  two  Odor-Eater  packet  tops. 

A  10  per  cent  trade  rebate  is  also 
being  offered  on  Grecian  2000,  Lady 
Grecian  2000,  and  Grecian  2000  cream. 
The  rebate  may  be  claimed  if  a  retailer 
buys  a  mixed  dozen  display  unit  con- 
taining six  Grecian  lotion,  three  Lady 
Grecian  and  three  Grecian  cream. 
Attached  to  the  display  unit  are  leaflets 
offering  consumers  a  £0.50  cash  refund 
on  one  purchase  of  any  of  the  Grecian 
range.  Lanacane  is  being  offered  ex-car, 
with  retailers  able  to  claim  a  5  per  cent 
rebate  on  each  dozen  tubes  ordered. 

If  a  trader  buys  all  three  details — 


Odor-Eater  floorstand,  mixed  dozen 
Grecian  and  one  dozen  Lanacane,  he 
will  be  able  to  claim  a  further  5  per  cent 
— £2.50 — rebate,  giving  a  total  additional 
rebate  of  £7.00,  for  an  outlay  of  just 
over  £43.00.  Combe  International  Ltd, 
Dingwall  Road,  Croydon,  Surrey. 

Ultima  I  I's  colours 

Ultima  II's  colour  collection  for  autumn 
has  been  inspired,  say  Charles  Revson, 
by  the  vineyards  of  the  Bordeaux  region. 
There  are  three  main  Bordeaux  looks — 
young  Bordeaux  with  creme  lipstick 
extraordinaire  (£2.50)  and  creme  colour 
extraordinaire  pour  les  ongles  (£2.10)  in 
young  Bordeaux,  blushing  creme  (£3.50) 
in  sweet  Bordeaux  and  automatic  creme- 
on  eyeshadow  (£4.20)  in  quiet  wine. 
Sparkling  Bordeaux  consists  of  frost  lip- 
stick and  nail  varnish  in  that  colour, 
creamy  powder  blush  (£4.25)  in  bronze 
Bordeaux  and  dual  pan  patina  frost  eye- 
shadow (£4.50)  in  spungold  wine  and 
wine  mist.  Lipstick  and  nail  varnish  are 
also  available  in  Bordeaux,  creamy 
powder  blush  in  burnished  Bordeaux  and 


automatic  creme-on  eyeshadow  (£4.20) 
in  winecork.  A  lipcolour  pencil  (£2.95) 
in  wine  sip  of  Bordeaux  is  also  available. 
Charles  Revson,  Revlon,  86  Brook 
Street,  London  Wl. 

ON  TV 
NEXT  WEEK 

Ln — London;  M — Midlands;  Lc — Lancashire,  Y — 
Yorkshire.  Sc — Scotland;  WW — Wales  and  West, 
So — South;  NE — North-east;  A — Anglia;  U — Ulster, 
We — Westward;  B — Border,  G — Grampian; 
E — Eireann,   CI — Channel  Island. 

Airbal  Breathe  Easy:  All  areas 

Alka  Seltzer:  All  except  Ln,  M 

Anadin:  All  except  U,  E 

Andrex:  All  except  Ln,  U,  E 

Aquafresh:  All  areas 

Beautiful  Body  shampoo:  All  areas 

Bisodol:  Ln,  M,  Lc,  Y,  NE,  Sc,  G 

But  Put  products:  M,  So 

Complan:  So 

Farley's  rusks:  A 

Head  &  Shoulders:  So,  U 

Johnson's  baby  shampoo:  All  areas 

Pure  &  Simple:  All  areas 

V05  range:  All  areas 

Vosene:  All  areas 
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RENTOKIL 

RENTOKIL  LTD,  PRODUCTS  DIVISION.  FELCOURT 
EAST  GRINSTEAD.  WEST  SUSSEX.  RH1 9  2JY 
Telephone:  Lingfield  (0342)  833022. 
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Braun's  styler  plans 
for  Christmas 


Braun  are  spending  over  £500,000  on 
their  personal  care  advertising  campaign 
.this  Christmas,  starting  in  early  Novem- 
ber. The  new  Braun  Electronic  Sensor 
Hairstyling  Set  (SDE  850)  will  be  ad- 
vertised nationally  on  television  in  a  30 
second  commercial  and  in  most  major 
women's  interest  magazines. 

Braun  are  also  featuring  a  consumer 
promotion  from  October  to  January, 
offering  £2.00  refund  on  the  Braun 
Roundstyler  (RS60),  the  Roundstyler  set 
(RS65)  and  the  Curl  Control  (DLS  20). 
This  promotion  will  be  advertised  in  the 
national  Press  and  women's  interest 
magazines. 

Display  material  including  leaflets, 
showcards,  wall  and  window  posters, 
pack  crowners  and  shelf  strips  and  wob- 
blers will  also  be  available.  Braun  Elec- 
tric UK  Ltd,  Dolphin  Estate,  Windmill 
Road,  Sunbury-on-Thames,  Middlesex. 

Supplies  of  Kodak 
cameras  and  kits 

Kodak  say  they  have  oversold  on  the 
EK100  camera  and  kit  and  the  EK200 
camera  and  are  unable  to  accept  new 
orders  for  delivery  prior  to  Christmas. 
Orders  placed  for  September  delivery 
should  have  been  received  in  part  if  not 
in  full.  Current  supply  situations  are:  — 
EK2  camera — orders  being  accepted; 
EK100  camera — half  delivered,  more 
available  in  October,  EK200  camera — 
25  per  cent  demand  likely  to  be  met 
before  Christmas;  EK100  kit — all  orders 
should  be  met;  EK300  camera — orders 
being  accepted;  EK8 — all  orders  should 
be  met.  Kodak  Ltd,  Station  Road,  Hemel 
Hempstead,  Herts. 

Bubbly  added 

Cuticura  Laboratories  Ltd  are  adding  a 
bubbly  foam  bath  (500ml  £0.59)  to  the 
list  of  products.  Cuticura  Laboratories 
Ltd,  Clivemont  Road,  Cordwallis  Trad- 
ing Estate,  Maidenhead,  Berks. 

Fennings  offer 

Fennings  Little  Healers  are  on  bonus 
offer  of  14  for  the  price  of  12  on  orders 
of  2  dozen  during  October.  Fennings 
Pharmaceuticals,  Hurst  Road,  Horsham, 
Sussex. 

New  Paddi  'baby' 

A  new  Paddi  "baby"  to  celebrate  Paddi 
pads'  29th  anniversary  will  be  featured 
on  the  Paddi  20s  and  30s.  The  20s  pack 
has  also  been  redesigned  as  a  polythene 
carrier  pack  with  a  perforated  side- 
opening  so  that  it  can  be  placed  on  a 
shelf  or  table  and  the  pads  peeled  off  as 
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needed.  Each  20s  pack  carries  a  lOp  off 
next  purchase  coupon  and  each  30s  pack 
a  15p  off  coupon.  These  offers  run  until 
November  10  and  are  supported  by  shelf- 
talkers  and  header  boards  for  dump  bins. 
Robinsons  of  Chesterfield,  Wheat  Bridge 
Mills,  Chesterfield. 

PRESCRIPTION 
SPECIALITIES 

COPTIN  tablets 

Manufacturer  Pfizer  Ltd,  Sandwich,  Kent 
Description  Scored,  white,  oblong  tablets 
containing  90mg  trimethoprim  and  410mg 
sulphadiazine  (co-trimazine) 
Indications  Treatment  of  urinary  infec- 
tions caused  by  susceptible  strains  of  bac- 
teria,  especially  E.   Coli,   Proteus  and 
Klebsiella-Enterobacter  species 
Contraindications     In     patients  with 
known  hypersensitivity  to  sulphonamides 
or  trimethoprim,  marked  liver  damage, 
severe    renal    insufficiency,    blood  dys- 
pasias. Not  to  be  given  during  pregnancy 
Dosage    Adults   and   children   over  12 
years— one  tablet  every  12  hours  for  10 
to  14  days.  Children  5  to  12  years — half 
a  tablet  every  12  hours  for  10  to  14  days 
Precautions  To  be  given  with  care  to 
patients  with  impaired  renal  or  hepatic 
function;    to    those    with    folate  de- 
ficiency.   Haemolysis    may    occur  in 
patients    with    glucose-6-phosphate  de- 
hydrogenase deficiency.  Adequate  fluid 
intake  to  be  maintained 
Side  effects  See  literature 
Storage  In  well-closed  container,  in  cool 
place,  protected  from  light 
Packs  30  tablets  (£4  trade) 
Supply  restrictions  Prescription  only 
Issued  October  1978 

CHLORASEPTIC  liquid  and 
lozenges 

Manufacturer  Eaton  Laboratories, 
Regent  House,  The  Broadway,  Woking, 
Surrey 

Description  Liquid  —  dark  green, 
aqueous  solution  containing  phenol  and 
sodium  phenolate  (total  phenol  1.4  per 
cent).  Lozenges — round,  hard,  dark  green 
in  dextrose,  sucrose  base.  Contain  phenol, 
sodium  phenolate  (total  phenol  32.5mg) 
Indications  For  relief  of  pain  associated 
with  sore  throat,  mouth  ulcers  and  other 
minor  mouth  and  gum  irritations 
Contraindications  Not  to  be  given  to 
children  under  six  years  old  unless 
directed  by  physician 
Dosage  Liquid — can  be  used  full  strength 
as  spray,  gargle  or  mouthwash  or  diluted 
with   equal   parts   water.   Lozenges  — 


adults — one  lozenge  dissolved  every  two 
hours.  Not  more  than  eight  lozenges 
daily.  Children  6-12  years — one  lozenge 
every  three  hours.  Not  more  than  4 
lozenges  daily 

Packs  Liquid — 120ml  with  spray  attach- 
ment (£0.60  trade);  18  lozenges  (£0.28 
trade) 

Supply  restrictions  Pharmacy  only 
Issued  October  1978 

Tartrazine  removed 
from  Heminevrin 

From  October  1,  Heminevrin  capsules 
are  white  in  colour.  Astra  Chemicals 
Ltd  say  they  have  removed  tartrazine 
from  the  formulation  and  all  bottles  and 
outer  packs  will  say  "In  conformity  with 
international  practice,  the  artificial 
colouring  matter  has  been  omitted  from 
the  capsules.  The  active  ingredient  and 
efficacy  remain  unaltered".  Astra  Chemi- 
cals Ltd,  PO  Box  117,  King  George's 
Avenue,  Watford,  Herts. 

Flamazine  cream 
in  larger  sizes 

Larger  sizes  of  Flamazine  cream  are 
now  available  to  retail  pharmacists.  The 
250g  (£2.95  trade)  and  500g  (£5.47)  jars 
were  originally  for  hospital  use  only. 
Flamazine  cream  is  a  POM  item.  Smith 
&  Nephew  Pharmaceuticals  Ltd, 
Bessemer  Road,  Welwyn  Garden  City, 
Herts. 

Trio  bonus 

There  are  bonus  offers  of  up  to  16 
packs  for  every  12  ordered,  on  all  Trio 
products — Triominic,  Triogesic,  Triocos 
and  Triopaed,  while  stocks  last.  Wander 
Pharmaceuticals  division  of  Sandoz  Pro- 
ducts Ltd,  PO  Horsforth  Box  4,  Calverley 
Lane,  Horsforth,  Leeds  LS18  4RP. 

One-Alpha  strengths 

The  strengths  of  One-Alpha  capsules, 
undergoing  colour  revisions,  are  0.25mcg 
and  lmcg  respectively  and  not  as  stated 
last  week  (p546).  Leo  Laboratories  Ltd, 
Denmark  House,  Old  Bath  Road,  Twy- 
ford,  Reading,  Berkshire. 

Warner  corrections 

Saroten  tablets  25mg  will  be  repacked  in 
100s  in  November,  not  in  February/ 
March  1979  (C&D,  September  23,  p502). 
Also  it  is  Rinurel  linctus  which  will  be 
repacked,  not  tablets.  William  R.  Warner 
&  Co  Ltd,  Eastleigh,  Hants. 
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THE  COMPETITION 

IS  ABOUT  TO  GE 
EGG  ON  ITS  FACE. 
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;e//  through  faster 


And  you  are  about  to  sell  a 
lot  more  Aquaf  resh. 

Because  were  giving  your 
customers  vouchers  worth  30p 
off  their  next  purchase  of  eggs 
for  every  3wEggs  Offer'packs 
they  send  us. 

But  to  sell  more  you  have  to 
order  more. 

So  get  cracking. 


£1  in  every  £3  your  customers  spent 

on  coughs  andcolds  m 
is  spent  onVicks  medicines. 
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VlediNit 

NIGHTTIME 
COLDS  MEDICINE 


Howaboutyou? 


If  you  check  your  stocks  of  cough  and 
medicines  and  find  that  less  than  a  third  are 
by  Vicks,  you  may  not  have  enough  Vicks. 

Why  Not?  Because  Vicks  are  No.  1 
in  coughs  and  colds  with  10  different 
products  accounting  for  one  third  of 
the  total  market 

Products  like  Vicks  MediNite; 
Vicks  pioneered  nighttime  cold 
medicines.  Like  Vicks  Sinex, 
dominating  the  nasal  spray  market 
which  it  trebled  in  6  years.  And  like 
VapoRub,  the  classic  Vicks  product 
and  the  only  heavily  advertised 
brand  in  its  category. 

The  reasons;  not  only  does 
Vicks  have  the  most  comprehensive 


cold  0 
made  Js^ 


Vicks 


0r  coughs  andcolds 


range  of  display  material,  but  also  Vicks  is 
investing  £2  million  this  year  in  advertising. 

The  results:  of  the  last  7  successfi 
new  products  of  importance  in  this  field 
5  have  come  from  Vicks.  Like  Vicks 
Cough  Calmers,  last  year's  successfi 
new  cough  remedy.  And  look  out  for 
Vicks  Double  Action,  this  year's 
winner  in  medicated  lozenges. 

Sales  of  Vicks  medicines  have 
multiplied  6  times  over  in  the  last 
5  years.  So  if  you'd  like  healthier  sale 
now  you  know  the  remedy:  healthier 
stocks  of  Vicks. 

Order  now  from  your  usual 
wholesaler  or  your  Richardson- 
Merrell  representative. 


C§D  SUPPLEMENT 

i 

Babycare 

Drugs  and  breast  feeding 


by  Penny  Stanway,  MB,  BS,  LRCP,  MRCS* 


Virtually  every  drug  taken  by  a  breast- 
feeding mother  passes  into  her  milk, 
though  the  concentration  of  each  drug 
in  the  milk  varies  according  to  many  fac- 
tors. Although  excellent  reviews  of  the 
existing  research  work  have  been  written, 
our  knowledge  of  the  excretion  of  drugs 
in  breast  milk  and  their  effects  on  the 
baby  drinking  the  milk  is  far  from  ex- 
haustive. This  is  because  the  number  of 
breast-feeding  women  taking  any  one 
drug  at  any  time  is  so  small  that  it  makes 
the  organisation  of  drug  level  surveys 
difficult  to  arrange. 

In  addition  to  this,  the  drug  level 
estimations  are  difficult;  animal  studies 
are  not  easy  to  interpret  in  relation  to 
breast-feeding  women  because  the  doses 
and  routes  of  administration  are  not 
always  comparable;  there  is  a  general 
lack  of  interest  in  western  medical  (and 
presumably  pharmaceutical)  circles  about 
breast-feeding  and  so  an  automatic  dis- 
interest in  the  excretion  of  drugs  into 
breast  milk;  and  it  is  ethically  wrong  in 
many  cases  to  experiment  by  giving 
unnecessary  and  possibly  harmful  drugs 
to  breast-feeding  women  (and  hence  to 
their  babies  as  well),  even  with  their  in- 
formed permission. 


Inaccurate  information 

Because  of  all  these  difficulties,  much 
of  the  published  information  on  drug ' 
excretion  is  inaccurate,  premature, 
based  on  old  assay  methods  which  were 
relatively  insensitive  and  potentially  sus- 
ceptible to  interfering  substances,  or  in- 
adequately controlled. 

The  physicochemical  factors  affecting 
the  passage  of  drugs  from  plasma  into 
breast  milk  are  gradually  becoming  better 
understood.  The  main  mechanism  in- 
volved is  the  simple  diffusion  of  small 
water-soluble  non-electrolytes  and  this 
occurs  because  of  the  concentration 
gradient  between  plasma  and  milk.  For 
some  compounds  the  process  is  aided  or 
inhibited  by  selective  transport  mech- 
anisms. Drugs  excreted  into  breast  milk 
in  this  way  usually  diffuse  rapidly  and 
milk  levels  approximate  plasma  levels. 

Another  important  factor  affecting  the 

passage  of  drugs  into  breast  milk  is  that 

milk  is  more  acidic  than  plasma  (milk 

*Dr  Penny  Stanway  is  co-author  of  Breast 
is  best  (Pan,  1978). 


pH  =  6.8;  plasma  pH  =  7.4),  so  milk 
tends  to  attract  basic  compounds,  acting 
as  an  "ion  trap".  The  pKa  or  degree  of 
ionisation  of  a  drug  determines  its 
ability  to  pass  into  the  milk,  with  the 
oil/water  partition  coefficient  being  of 
lesser  importance.  It  is  possible  for  a 
drug  passing  into  milk  in  this  way  to 
rise  to  higher  levels  in  milk  than  in 
plasma,  while  an  acidic  compound  may 
conversely  be  present  at  lower  levels  in 
milk  than  in  plasma. 

Several  other  factors  are  involved.  The 
degree  of  lipid  solubility  of  the  drug  is 
especially  important  because  the  fat  con- 
tent of  milk  varies  (it  is  lower  in  colos- 
trum than  in  mature  milk  and  higher  in 
the  morning  than  in  the  rest  of  the  day), 
so  affecting  the  concentration  of  lipid 
soluble  drugs  in  the  milk.  Protein  bind- 
ing phenomena  and  active  transport 
mechanisms  such  as  microphagocytosis 


also  influence  the  passage  of  drugs  into 
breast  milk.  Very  important,  though 
often  forgotten,  are  the  half-life  of  the 
drug  and  the  timing  of  the  peak  plasma 
concentrations  relative  to  the  dosage 
with  the  drug,  as  both  these  play  vital 
roles  in  the  passage  of  the  drug  into  milk. 
Many  existing  studies  make  no  mention 
of  these  two  points  and  published  drug 
levels  in  milk  have  in  many  instances 
been  measured  at  random  time  intervals 
after  the  mother  was  given  the  drug  and 
thus  at  random  relative  to  the  expected 
peak  plasma  level.  This  has  meant  that 
the  most  unpredictable  results  have  been 
found  when  testing  drugs  with  a  short 
half-life.  It  is  interesting  that  the  peak 
milk  level  of  a  drug  may  be  found  up 
to  hours  after  peak  plasma  level. 

Many  studies  of  milk  levels  of  drugs 

Continued  on  p603 
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Baby  Ribena 
f  syrup?" 


There  is  not  one,  but  four,  very  good 
reasons  why  Baby  Ribena  is  the  safe,  sensible 
baby  syrup  to  recommend  to  your  customers. 

1.  High  Vitamin  C  content. 

To  provide  a  high  supply  of  Vitamin  C, 
Baby  Ribena  is  made  with  blackcurrants,  one  of 
the  richest  sources  of  natural  Vitamin  C. 

To  this,  we  at  Beecham  have  added  extra 
Vitamin  Ctoguaranteea  minimum  content  of 
100 mg.  perfl.  oz. 

This  means  that  Baby  Ribena  can  be  used 
at  a  greater  dilution,  which  is  especially  important 
as  babies  need  adequate  liquid  to  supplement 
milk  feeding. 

2.  No  added  colouring,  flavouring  or 
sodium  chloride. 

Guided  by  the  D.  H .  S.  S .  recommendations 
that  "caution  should  be  exercised  by  manufacturers 
in  the  addition  of  sucrose  and  sodium  chloride  to 
their  infant  food  products' ' ,  we  have  avoided  using 
any  added  colourings  or  flavourings. 

We  have  also  avoided  the  addition  of  extra 
sodium  (which  isadded  to  some  other  baby  syrups) 
to  minimise  the  possibility  of  infant  dehydration. 

3.  No  sucrose  —  minimal  risk  to  teeth. 

To  minimise  the  risk  to  teeth  we  have  used 
a  special  blend  of  glucose  syrup  which  is  sweet 
enough  to  be  acceptable,  but  not  oversweet,  and 
unlikely  to  form  the  bad  'sweet  tooth'  habit. 

4.  Formulated  to  minimise  the  calorie  intake. 

There  is  a  lot  of  concern  these  days  about 
over-weight  babies. 

Bearing  this  in  mind  we  have  carefully 
kept  the  calories  down.  One  teaspoon  of  Baby 
Ribena  contains  only  17  calories,  which  is 
modest  enough  not  to  pile  on  the  pounds! 

It's  all  these  points  which  make  Baby 
Ribena  one  of  the  best  formulated,  most 
natural  baby  syrups  you  can  stock. 

And  why  Baby  Ribena  isobviously 
the  safe,  sensible  baby  syrup  you  can 
confidently  recommend 


No  other  baby  syrup  combines  so  many  advantage 
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are  based  on  a  single  test  using  milk 
from  one  mother  and  even  after  using 
only  one  dose  of  the  drug  in  question. 
However,  it  is  quite  possible  for  a  drug 
gradually  to  accumulate  in  milk  over  a 
period  of  time,  especially  if  the  milk  is 
inadequately  drained  from  the  breast — 
as  is  very  likely  to  happen  in  western 
maternity  wards  in  which  mothers  are 
wrongly  encouraged  to  feed  their  babies 
according  to  a  three  to  five  hourly 
schedule  and  not  on  a  much  more  desir- 
able completely  unrestricted  basis,  when 
the  baby  sets  the  frequency  for  feeds 
and  the  milk  is  liable  to  be  drained  much 
more  often. 

The  ideal  study 

The  ideal  milk  drug  level  study  should 
be  carried  out  using  a  large  enough 
number  of  women  to  rule  out  poor 
results  due  to  individual  variations  in 
drug  excretion;  it  should  be  performed 
at  at  least  two  stages  of  lactation,  using 
colostrum  and  later  mature  milk;  the 
levels  should  be  estimated  at  a  given 
length  of  time  after  the  dose  of  the  drug 
was  taken,  and  should  be  repeated  at 
intervals,  together  with  plasma  estima- 
tions, to  ascertain  the  relative  times  of 
fhe  peak  plasma  and  peak  milk  levels. 
Drug  levels  in  the  milk  should  be 
measured  at  different  times  of  the  day  in 
the  case  of  a  lipid  soluble  drug.  Tests 
using  one  dose  should  be  carried  out  to 
find  out  the  half  life  of  the  drug  in  milk 
and  tests  using  the  normal  frequency  of 
dosage  clinically  used  should  be  done  to 
investigate  whether  the  drug  accumulates 
in  milk  and,  if  it  does,  the  highest  con- 
centration it  may  reach.  Quite  obviously, 
a  study  like  this  is  quite  impossible  in 
most  cases,  for  the  reasons  stated  above, 
but  future  studies  should  attempt  to  in- 
clude as  many  of  these  points  as  is  prac- 
ticably possible. 

As  a  non-interventionist  whenever 
possible,  especially  when  it  comes  to  the 
giving  of  drugs,  I  would  recommend  that 
a  breast-feeding  woman  should  take  no 
drugs  unless  she  absolutely  has  to,  even 
if  they  are  thought  to  be  safe  in  the 
light  of  previous  studies.  If  she  is  medic- 
ally advised  to  take  a  drug,  or  if  she 
feels  she  particularly  wants  to  take  one, 
then  she  should  take  only  those  drugs 
known  (as  far  as  can  be  known  with  the 
paucity  of  information  available)  to  be 
safe  for  her  baby.  If  a  drug  is  known  to 
have  harmful  side  effects,  then  another, 
safer  drug  should  be  substituted  by  the 
doctor,  perhaps  with  the  advice  of  the 
pharmacist,  wherever  possible. 

If  there  is  not  a  suitable  substitute,  the 
action  then  depends  on  the  real  need  for 
the  drug.  If  it  is  essential  for  her  health, 


and  if  the  likelihood  of  dangerous  side 
effects  in  the  baby  is  considered  to  be 
such  that  it  is  not  worth  taking  any 
chances  by  carrying  on  breast  feeding, 
then  she  should  be  advised  to  stop  breast 
feeding.  This  is  not  a  step  to  take  lightly, 
not  only  because  the  mother  may  be 
desperately  disappointed  at  stopping 
breast  feeding  but  also  because  the  baby 
will  lose  the  many  real  advantages  of 
being  breast  fed.  In  some  areas  breast 
milk  banks  may  be  used  to  provide 
breast  milk  for  the  baby  in  special  need 
whose  mother  has  to  stop  breast  feeding 
because  of  essential  drug  therapy. 
Alternatively,  the  mother  and  her  doctor 
may  feel  that  the  risk  of  damage  to  the 
baby  is  so  slight  that  the  decision  to 
carry  on  breast  feeding  whilst  taking  the 
drug  is  justifiable.  In  this  situation,  she 
should  breast  feed  her  baby  before  taking 
the  drug,  though  this  doesn't  solve  the 
problem  of  a  drug  known  to  accumulate 
in  breast  milk. 

How  dangerous  a  drug  actually  is  to  a 
breast  fed  baby  depends  on  several  fac- 
tors. As  a  general  rule,  the  drug  has  the 
same  effects  in  the  baby  as  it  does  in 
the  mother,  providing  high  enough  milk 
levels  are  reached  for  the  drug's  known 
actions  to  be  effective.  However,  a  drug 
may  have  specific  effects  in  babies  which 
are  not  seen  in  adults,  perhaps  caused 
by  the  accumulation  of  the  drug  in  the 
baby's  body  secondary  to  immature 
detoxifying  systems.  For  instance,  the 
principal  detoxifying  system — glucuro- 
nide  conjugation — is  not  usually  fully 
functioning  in  the  very  young  baby, 
while  other  enzyme  systems  such  as 
acetylation  and  oxidation  may  also  be 
deficient.  Yet  other  drugs  may  accumu- 
late simply  because  their  excretion  is 
impaired  by  immature  kidney  function. 
Many  drugs  are  thought  to  be  harmless 
whatever  their  dose;  others  are  harmful 
in  tiny  amounts;  while  the  rest  have 
effects  depending  on  the  concentration 
attained  in  the  milk,  which  varies,  as  we 
have  seen,  according  to  the  type  of  drug, 
the  timing  of  the  dose  and  perhaps 
according  to  the  stage  of  lactation  and 
the  time  of  day. 

La  Leche  League 

It  is  worth  noting  that  La  Leche 
League  (address:  BM  3424,  London 
WC1V  6XX),  produce  a  useful  list  of 
drugs  in  three  parts:  1,  those  for  which 
published  references  in  the  medical 
literature  indicate  no  demonstrable 
harmful  effect  on  the  nursing  baby  when 
taken  by  the  mother;  2.  those  for  which 
there  are  in  some  cases  no  specific 
references  in  the  literature  but  which 
have  been  frequently  prescribed  for  nurs- 
ing mothers  by  their  doctors  and  which 
have  not  been  found  to  present  any 
detectable  complications  for  the  baby; 
and  3.  those  which  are  contraindicated 
for  the  nursing  mother. 


It  is  important  for  anyone  dealing  with 
breast  feeding  mothers  and  their  babies 
to  be  aware  of  the  effects  that  certain 
foods  can  have  on  the  baby  when  eaten 
by  the  mother.  The  scientific  literature 
on  the  subject  is  scanty,  though 
numerous  old  wives'  tales  abound.  In- 
dividual mothers  may  give  widely  dif- 
fering reports  on  the  ways  in  which 
foods  they  have  eaten  have  affected  their 
babies,  though  many  mothers  say  that 
onions  in  their  diet  cause  colic  in  their 
babies.  The  inclusion  of  2-3  pounds  of 
carrots  a  week  in  the  mother's  diet  has 
been  known  to  cause  a  yellow  coloura- 
tion in  the  baby's  skin,  while  the  inges- 
tion of  10-12  tangerines  daily  by  the 
mother  not  only  stains  her  milk  orange 
but  also  colours  her  baby's  skin  and 
mucous  membranes  orange.  Broad  beans 
(fava  beans)  have  caused  haemolysis 
in  glucose-6-phosphate  dehydrogenase 
deficient  babies  after  their  mothers  ate 
the  beans. 

It  seems  that  significant  amounts  of 
"foreign"  food  proteins  that  a  mother 
eats  appear  in  her  milk  (9)  and  may 
play  an  important  role  in  development. 
However,  they  can  cause  allergic  prob- 
lems in  the  susceptible  baby,  particularly 
in  the  baby  born  into  an  atopic  family. 
The  mother  of  a  susceptible  baby  should, 
as  far  as  possible,  avoid  eating  large 
amounts  of  any  one  food  at  a  time, 
especially  eggs,  milk,  cereal,  nuts,  fish, 
beans  and  chocolate.  A  recent  study  (10) 
demonstrated  that  in  many  cases  colic 
in  young  babies  can  be  abolished  by  re- 
moving all  sources  of  cows'  milk  from 
the  mother's  diet.  On  reintroduction  of 
the  milk  into  her  diet,  the  colic  in  the 
baby  reappeared.  Cows'  milk  intolerance 
in  babies  is  known  to  cause  a  wide 
variety  of  symptoms,  including  colic,  so 
highlighting  that  cows'  milk  proteins  in 
breast  milk  can  be  important  allergens. 

From  our  knowledge  of  the  excretion 
of  drugs  in  breast  milk,  it  is  obvious 
that  there  are  very  few  maternal  drug 
treatments  which  are  dangerous  to  the 
breast  fed  baby  and  which  cannot  be 
substituted  with  alternative  drugs. 
Casual  advice  to  a  mother  that  she 
should  stop  breast  feeding  should  often 
be  reappraised,  so  allowing  the  baby  the 
continuing  benefits  of  breast  milk — a 
food  not  to  be  discarded  at  a  mere  whim. 
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BEECHAM 
HOME  MEDICINES 

The  Business 
Builders 


BEECHAM  PROPRIETIES  BRENTFORD  MIDDX 


Moving  up  from  Na2  ? 


EXTRA-STRENGTH  SETTLERS 


NOW  THE  FASTEST  GROWER 


MARKET  reaction  to  the  reformulation  of 
Setlers  with  20%  more  relief-giving  ingredients 
has  been  dramatic.  Sales  have  shot  up.  The  big- 
scale  press  and  T  V  campaign  announcing  the  new 
formula  is  being  seen  and 
remembered.  Setlers  is  now 
the  fastest  growing  brand  in 
the  market. 


r 


nnsuHeiets. 


Now  get 

20% 

more 


Chemists  are  telling  us  that 
the  new  improved  product 
features  (increased  strength, 
extra  minty  flavour  and  a  new 
fine  texture)  have  all  been 
enthusiastically  received  by 
customers. 

PROFIT  OPPORTUNITY 

Ensure  that  you  get  your  share  of  this  growing  business  -  follow  through  the 
sales  impact  of  Setlers  advertising  into  your  store  with  these  four  easy  steps: 

One:  Make  full  use  of  Setlers  in-store  displays  and 
point  of  purchase  material  which  tie  in  with  advertising 
to  work  for  you.  Two:  Place  your  Setlers  dispensers 
where  they  will  be  seen  -  and  where  they  will  generate 
impulse  sales.  Three:  Remind  your  customers  that 
Setlers  are  a  convenient  and  effective  product.  Four: 
Stock  up  now  to  meet  the  demand  created  by  high- 
impact  winter  television  advertising. 


Dinne 

on 


fords 


Rising  birthrate  puts 
Dinneford's  in  demand 

Statistics  prove  it  -  for  the  first  time  in  14  years  the  birthrate 
is  up.  That  means  a  bigger  demand  for  baby-care  products  - 
including,  of  course,  Dinneford's  Gripe  Mixture. 

Dinneford's  has  been  trusted  by  generations  of  mothers. 
They  have  found  that  -  in  addition  to  helping  to  relieve  wind  - 
Dinneford's  comforts,  soothes  and  settles  upset  turns.  An 
undisturbed  night  for  baby  means  the  same  for  mother  too. 

Dinneford's  has  always  been  a  good  and  steady  seller.  Now 
you  can  expect  increasing  sales.  So  meet  the  baby  boom  with 
ample  stocks  of  Dinneford's. 

Also,  don't  forget  AlUfresh  Baby  Bottom  Wipes  -  the  handy  way  to 
take  care  of  Mum's  awkward  moments. 


CLEAN  AND 
CLEAR 
WINNER 

Clean  and  Clear  has  been 
an  instant  success  on  the 
market.  Users  have  found 
that  it  does  everything  its 
name  promises.  Backed  by 
£200,000  worth  of  advertis- 
ing, Clean  and  Clear  is  the 
only  all-in-one  spot/acne 
treatment  available.  So  sales 
have  got  to  be  good.  And 
every  sale  is  new  additional 
business  for  you.  Get  on  to 
the  band  wagon.  Lay  in  good 
stocks  and  display  the  pro- 
duct prominently. 


HOT  LEMON 

The  doubled  up  T.V.  cam- 
paign is  about  to  start.  That 
means  getting  those  displays 
up  and  checking  the  stocks  -  in 
spite  of  the  recent  bonus  deal. 
Ask  your  wholesaler  about 
your  Hot  Line  prize-winning 
chance  on  extra  supplies. 

NIGHT-NURSE 

One  of  the  top  products  in 
the  Beecham  big  sales  league, 
the  massive  Night  Nurse  T.V. 
campaign  starts  soon,  too. 
Back  it  with  the  bright  new 
displays  now,  check  stocks  too, 
all  ready  for  the  ever-growing 
sales  which  even  summer  can't 
stop. 


BUY  BEECHAM  HOME  MEDICINES. display...  and  sell 
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Babycare 

Effect  on  baby  of  drugs  in  milk 

The  following  table  is  based  on  a  recent  review  of  the  subject  (1)  with  some  additions  and  changes.  Readers  who  wish  to 
know  the  doses  and  milk  levels  of  the  drugs  in  the  various  surveys  reported  in  the  literature  are  advised  to  refer  to  this  review, 
which  also  includes  information  on  drugs  not  thought  to  affect  the  breast-fed  baby.  Only  those  drugs  known  to  affect  the 
breast-fed  baby  are  considered  here  (for  references,  see  p603). 


Drug 

Anti-infective  agents 

Chloramphenicol 

Cotrimoxazole 
I  Metronidazole 

Nalidixic  acid 

Nitrofurantoin 

Novobiocin 
Penicillins 

Tetracyclines 

Anticoagulants 


Antineoplastic  drugs 

Antithyroid  drugs: 

Carbimazole 

Potassium  perchlorate 
Thiouracil 

Central  nervous  system  drugs 

Alcohol 


Amantadine 
Barbiturates 


Bromide 
Carbamazepine 


Chloral  hydrate 

Chloroform 

Diazepam 

Dichloralphenazone 

Heroin 

Lithium 

Morphine 

Phenytoin 

Tricyclic  antidepressants 


Diuretics 

Gastrointestinal  drugs 

Aloe 

Calomel 

Cascara 

Danthron 

Phenolphthalein 


Comment 

May  harm  bone  marrow.  May  also  cause  refusal  of  the  breast,  sleepiness  during  feeds 
and  vomiting  after  feeds.  Probably  contraindicated  while  breast  feeding. 
NB  Not  contraindicated  in  mother  of  breast  fed  baby,  as  amounts  in  milk  are  too  small 
to  have  a  significant  action.  (Contraindicated  in  direct  administration  to  small  babies).  <2> 
According  to  manufacturer  (3),  the  traces  excreted  in  breast  milk  are  harmless.  Although 
carcinogenicity  was  reported  in  mice  given  the  drug,  this  is  not  considered  a  contra- 
indication to  its  administration  to  the  breast  feeding  mother  now. 

One  case  of  haemolytic  anaemia  in  baby  whose  mother  was  also  taking  amylobarbitone. 
Has  also  caused  raised  intracranial  pressure.  Use  with  caution  and  observe  baby  carefully. 
Level  in  breast  milk  not  pharmacologically  significant,  but  caution  advised  in  glucose  6 
phosphate  dehydrogenase  (G6PD)  deficient  babies. 

Not  recommended  for  breast  feeding  mother  because  of  possibility  of  neonatal  jaundice. 
Appear  in  trace  amounts  in  breast  milk  and  can  cause  allergic  sensitisation  but  are  not 
enough  to  treat  infections  in  the  baby.  An  alternative  antibiotic  should  ideally  be  used, 
though  this  may  not  be  possible  in  cases  of  breast  infection  sensitive  to  penicillin. 
Theoretically  cause  mottling  of  the  baby's  developing  teeth,  though  probably  bound  by 
calcium  in  the  breast  milk,  which  retards  absorption.  Two  authors  recommend  that  these 
drugs  should  not  be  used  in  breast  feeding  mothers. 

Bleeding  episodes  have  occurred  after  surgery  or  trauma  in  baby.  Warfarin  however  is 
safe  to  give  the  mother  of  a  breast  fed  baby  (*).  as  is  heparin.  Drugs  should  be  used 
with  caution  or  substituted  where  possible  with  warfarin  or  heparin. 
Breast  feeding  is  generally  contraindicated  though  one  study  concluded  that  metho- 
trexate presented  little  hazard. 

Excreted  in  milk.  Theoretical  possibility  of  goitre,  agranulocytosis  and  other  side  effects 
in  baby. 

May  cause  goitre  and  rashes. 

May  cause  goitre  and,  theoretically,  agranulocytosis.  However,  thyroid  suppression  in 
the  baby,  if  it  occurs,  can  be  treated  with  thyroxine. 

Can  cause  intoxication  in  the  baby  if  large  enough  amounts  are  taken.  Doses  higher  than 
1g/kg  can  inhibit  the  let  down  reflex,  while  doses  higher  than  2g/kg  probably  block  it 
completely. 

Contraindicated  in  breast  feeding  mother,  according  to  manufacturers,  as  it  may  cause 
vomiting,  urinary  retention  and  rashes  in  the  baby. 

Can  cause  drowsiness  and  may  also  stimulate  the  metabolism  of  other  drugs  in  the  mother 
or  of  endogenous  compounds  in  the  baby.  One  case  of  cyanosis  due  to  methaemo- 
globinaemia  has  occurred  in  a  baby  whose  mother  was  also  taking  phenytoin. 
Usually  causes  drowsiness  and   may  cause  a  rash. 

Not  advised  by  manufacturer  if  used  in  high  doses  or  in  combination  with  other  anti- 
epileptics,  as  there  is  a  structural  likeness  to  the  tricyclics  which  are  not  metabolised  in 
the  young  baby.  However,  no  side  effects  have  actually  been  reported  in  the  baby 
whose  mother  is  taking  carbamazepine  alone.  (5). 
Can  cause  drowsiness  in  baby. 
Has  been  reported  to  cause  deep  sleep  in  baby. 

One  report  of  lethargy  and  weight  loss.  Possibility  of  cumulation  and  reproduction  of 
neonatal  jaundice.  High  doses  are  contraindicated  for  breast  feeding  mother. 
Causes  slight  drowsiness. 
Can  cause  addiction  in  babies. 

Baby  should  be  carefully  monitored  for  signs  of  lithium  toxicity. 
Significant  amounts  may  be  excreted  in  the  milk  of  addicts. 

One  case  of  methaemoglobinaemia  reported  in  baby  whose  mother  was  also  taking 
phenobarbitone. 

According  to  manufacturer,  these  are  excreted  in  breast  milk  and  are  not  metabolised 
in  the  young  baby.  However,  no  side  effects  in  babies  have  been  reported  and  it  would 
seem  safe  to  prescribe  these  for  a  breast-feeding  mother  provided  the  dose  is  not  too 
high  and  the  baby  continues  to  thrive.  <6> 
Can  decrease  the  milk  supply. 

Affected  bowels  of  12  out  of  44  babies  in  one  study. 
Affected  bowels  of  7  out  of  14  babies  in  one  study. 
Affected  bowels  of  10  out  of  22  babies  in  one  study. 
Said  by  manufacturer  to  increase  bowel  activity  in  baby. 

One  study  showed  that  the  bowels  of  16  out  of  39  babies  were  affected,  though  two 
studies  showed  no  effect.  Continued  on  p606 
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Bahycare 


Effect  of  drugs 


Continued  from  p605 

Senna 

Hormones  and  synthetic  substitutes 

Corticosteroids 


Corticotrophin 
Sex  hormones 


Miscellaneous  drugs 

Aspirin 
Atropine 

Bromocriptine 
Dihydrotachysterol 

Ergometrine 

Ergot  alkaloids 

Gold 

Hexachlorobenzene 
Indomethacin 

Iodides 

Lead 

Mercury 
Nicotine 

Reserpine 

Phenylbutazone 
Pyridoxine 
Radioactive  drugs 

67Gallium  citrate1 

125l  labelled  albumin- 

13112 


131l  labelled  macroaggregated 

albumen2 

131l  hippurate2 

"mTC042 

"mjcO  labelled  macroaggregated 
albumin1  

milmpa  - 


Comment 

Older  senna  preparations  may  affect  baby's  bowels  but  Senokot  appears  to  have  no 
effect  in  usual  doses. 

Studies  in  humans  are  so  far  inadequate  but  rat  studies  have  produced  death  or  growth 
retardation  in  the  sucklings  after  high  daily  doses.  Most  researchers  advise  against 
breast  feeding. 

Said  to  increase  the  potassium  and  decrease  the  sodium  in  breast  milk. 
Oestrogen,  oestrogen/progestogen  and  oestrogen/androgen  combinations  used  in  con- 
traceptive doses  can  suppress  lactation.  Some  studies  have  shown  a  decrease  in 
protein,  fat  and  minerals  in  breast  milk.  Isolated  reports  exist  of  breast  enlargement  in 
male  babies  and  proliferation  of  the  vaginal  epitheilum  in  female  babies.  One  study, 
unconfirmed  by  others,  showed  a  correlation  between  prior  contraceptive  use  of  these 
hormones  and  breast  milk  jaundice.  Effects  of  progestogen-only  "pill"  on  babies  who  are 
breast  fed  are  not  fully  known  as  yet. 

Large  doses  can  cause  rashes  or  gastrointestinal  side  effects. 

Said  to  diminish  milk  flow  and  cause  anticholinergic  effects  but  no  good  documentation 
of  this. 

Suppresses  lactation. 

Animal  studies  show  renal  decalcification.  Some  authors  recommend  that  mothers  taking 
this  should  not  breast  feed. 

Lowers  prolactin  levels.   It  has  been  suggested  that  multiple  doses  might  suppress 

lactation.*7) 

90  per  cent  of  breast  fed  babies  had  signs  of  ergotism  (diarrhoea  and  vomiting;  weak 
pulses;  unstable  blood  pressure)  in  one  study.  Many  derivatives  can  suppress  lactation. 
Potential  cause  of  rashes  and  idiosyncratic  reactions. 

Many  infant  deaths  in  Turkey  after  mothers  ate  wheat  treated  with  this  insecticide. 
Manufacturer  recommends  that  this  drug  should  not  be  given  to  a  breast  feeding  mother. 
One  case  report  of  convulsions  in  a  breast  fed  baby  whose  mother  took  this  drug.  (8> 
Possibility  of  thyroid  suppression  and  rashes. 

Lead  toxicity    (including   encephalitis)    has   occurred    after  the   use   of   lead  acetate 
ointment  on  nipples  and  after  the  use  of  lead  breast  shields. 
Mothers  exposed  to  high  levels  should  not  breast  feed. 

Some  reports  of  reduction  in  the  milk  supply.  One  case  report  of  restlessness  and 
circulatory  disturbance. 

One   claim   of   significant   nasal    stuffiness   and    some  increase 
secretions. 

Use  with  caution  due  to  possible  idiosyncratic  blood  dyscrasias. 
One  study  showed  a  decrease  in  the  milk  supply. 

NB.  It  is  probably  best  to  discard  the  breast  milk  for  a  minimum  of  24  hours,  or  until  the 
milk  is  free  of  radioactivity,  after  a  single  dose. 

Significant  amounts  excreted  in  milk.  Breast  feeding  contraindicated. 
Significant  amounts  excreted.  Avoid  the  drug  or  stop  breast  feeding  for  at  least  10  days. 
Breast  feeding  contraindicated  after  a  large  therapeutic  dose.  After  smaller,  diagnostic 
doses,  breast  milk  should  be  discarded  for  at  least  24  hours  (and  for  72  hours,  according 
to  one  author). 

Discontinue  breast  feeding  for  10-12  days. 

Discontinue  breast  feeding  for  24  hours. 
Discard  breast  milk  for  32-72  hours. 
Discard  breast  milk  for  24  hours. 


in  tracheobronchial 
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How  to  build  a  reputation 
by  word  of  mouth. 


Giving  customers  advice  on 
minor  health  problems  can  take  a 
lot  of  time. 

But,  if  you  recommend 
reliable  treatments  like  Bonjela, 
you'll  be  rewarded  with  a  reliable 
reputation. 

Bonjela  is  the  best  answer  for 
mouth  ulcers,  denture  discomfort- 
and  babies' teething.  Clinical  trials 
have  shown  that  in  75%  of  cases, 
it  stops  pain  inside  3  minutes  (1) 
and  is  effective  for  up  to  3  hours. 
That's  because  it  contains  Choline 
Salicylate,  a  soluble,  non-irritant 
analgesic. 

So  recommend  Bonjela. 

Our  prominent  display  unit 
works  as  a  recommendation  too- 
and  figures  show  that  it  can  expand 
your  sales  significantly. 

Bonjela.  A  kindness 
is  always  remembered. 


bonjela 

The 
3 -minute 
smile 


bonjela 
bonjela 

bonjela 

bonga 


CD 


Reference:  1  -Weg.,  MH  (1965).  Journal  New  Jersey  Dental  Society  37,1 69.  Further  information  is  available  from  Lloyds  Pharmaceuticals  Ltd.,  Reckitt  &  Colman  Pharmaceutical  Division,  Hull 
Preparations  containing  aspirin  should  not  be  given  to  babies  during  treatment  with  Bon|ela.  Product  Licence  No.  0107/5002. 
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Babycare 

Sampling — the  best  introduction? 

by  Carla  Delaney,  information  officer,  Bounty  Services  Ltd 


Most  pharmacists  already  know  that 
Bounty  is  an  organisation  that  distributes 
informative  books  and  samples  of  baby- 
care products  to  mothers  in  hospital  al- 
though they  may  not  realise  that  Bounty 
has  been  in  existence  for  18  years,  that  it 
distributes  Bounty  bags  in  more  than 
three-quarters  of  all  maternity  hospitals 
in  the  United  Kingdom  and  that  the  bags 
reach  four  out  of  five  new  mothers. 

It  is  possible,  however,  that  retailers 
may  have  mixed  feelings  about  Bounty — 
after  all  they  give  away  products  that 
chemists  are  trying  to  sell.  But  it  is  im- 
portant to  realise  that  this  form  of  samp- 
ling has  been  shown  to  be  a  uniquely 
effective  form  of  sales  promotion  and  for 
this  reason  it  serves  both  manufacturer 
and  retailer. 

When  a  woman  goes  into  hospital  to 
have  her  first  child  she  generally  knows 
very  little  about  babycare  products,  hav- 
ing never  previously  needed  to  buy  them. 
One  might  think  that  the  only  effect  of  a 
sampling  service  such  as  Bounty's  would 
be  to  influence  her  in  favour  of  one 
brand  rather  than  another  but  this  is  only 
a  small  part  of  the  story.  More  impor- 
tant, a  sample  can  introduce  her  to  a 
type  of  product  which  she  might  other- 
wise not  know  about,  but  which  could 
form  a  regular  item  on  her  shopping  list. 

Sales  boost 

A  very  good  example  is  given  by 
Curity  Snugglers,  the  one-piece  disposable 
nappy  marketed  by  Colgate-Palmolive. 
This  costs  more  than  an  ordinary  dispos- 
able nappy  and  it  is  a  product  which 
mothers  can  get  along  without  and  have 
done  since  time  immemorial.  On  the  other 
hand,  once  tried  it  is  found  to  be  so  con- 
venient that  it  sells  itself. 

Following  a  trial  marketing  in  the 
South,  Snugglers  were  launched  nationally 
in  1976  and  Bounty  were  involved  from 
the  start.  A  leaflet  describing  the  product 
was  included  in  Bounty  bags  together 
with  a  coupon  worth  20p  against  a  pur- 
chase of  Snugglers.  This  was  effective  but 
in  November  1977  a  sample  pack  of  two 
Snugglers  was  included  as  well  as  the 
coupon  and  this  was  further  reinforced 
by  advertising  in  the  Bounty  Baby  Book. 
From  that  point  on,  sales  began  to  in- 
crease dramatically  and  Snugglers  are 
now  market  leaders  both  in  value  and 
volume  terms. 

As  the  product  was  also  being  adver- 
tised heavily,  it  might  be  asked  how  it 
could  be  proved  that  inclusion  in  the 
Bounty  bag  was  a  key  factor.  Obviously, 
Colgate-Palmolive  were  extremely  inter- 
ested in  this  question  and  so  they  com- 
missioned a  survey  to  find  out.  In  this 
survey,  two  groups  of  mothers  were  com- 
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pared;  one  of  which  had  received  Bounty 
bags  after  the  birth  of  their  first  child  and 
the  other  who  had  not.  The  group  which 
had  received  the  samples  via  Bounty 
showed  a  very  significant  increase  in 
product  awareness.  A  far  higher  propor- 
tion had  tried  the  product,  and,  most 
important,  were  continuing  to  buy  it. 

This  survey  showed  to  Colgate-Palm- 
olive's  satisfaction  that  Bounty  had  been 
a  thoroughly  effective  method  of  launch- 
ing Snugglers  which  were  not  merely  a 
new  brand  but  a  new  type  of  product. 


The  whole  essence  of  the  Bounty  service 
is  that  it  is  entirely  professional.  Every 
product  included  in  the  bag  has  to  be 
fully  approved  by  the  authorities  at  the 
hospitals  in  which  the  bag  is  being  distri- 
buted and  there  are  never  competing 
brands  in  the  same  bag.  The  Bounty 
Baby  Book  is  included  in  every  bag  and 
reinforces  the  educational  and  informa- 
tive aspects  of  the  service. 

It  adds  up  to  a  service  which  is  helpful, 
well-liked  and  introduces  mothers  to  a 
wide  range  of  babycare  products. 


Liquid  SMA  is 
gaining  ground 

The  recently  introduced  Gold  Cap  SMA 
liquid  has  gained  ready  acceptance  and 
is  well  ahead  of  the  planned  sales 
budgets,  say  Wyeth  Laboratories.  The 
advantages  of  the  product  are  that  a 
can  of  the  liquid  requires  only  the 
addition  of  an  equal  quantity  of  pre- 
boiled  water  which  ensures  greater 
accuracy  in  the  preparation  of  the  feed. 
Launched  some  years  ago  in  the  USA, 
Gold  Cap  SMA  in  liquid  form  there 
sells  four  times  as  much  as  the  powder. 

Wyeth  say  that  the  baby  milk  market 
is  worth  £14.2m  and  that  the  overall 


unit  sales  are  declining.  In  January  to 
June  1978  8.6  million  units  were  sold 
compared  with  9.4  million  in  the  sales 
period  last  year.  Purchases  through 
pharmacies  accounted  for  48  per  cent 
of  these  sales.  Gold  Cap  SMA  and  SMA 
together  have  a  41  per  cent  share  of  the 
baby  milk  market  and  are  brand  leaders. 
Wyeth  Laboratories,  Huntercombe  Lane 
South,  Taplow,  Maidenhead,  Berks. 

Delrosa  sales  up 

Volume  sales  of  Delrosa  through  phar- 
macies have  increased  by  27  per  cent 
in  the  12-month  period  to  the  end  of 
August  1978,  say  Sterling  Health. 
Orange  and  blackcurrant  flavours  sold 


Vhy  these  will  leave  your  shelves 
faster  than  any  other  babyfoods. 

An  independent  retail  audit*  has  shown  that  Premium 
babymilk  and  our  range  of  baby  meals  are  now  the  fastest 
growing  brands  in  their  respective  markets.  Here's  why. 

Premium  is  a  highly  modified  milk.  In  certain  key 
respects,  it  comes  closer  to  breast  milk  than  our  competitors 
and  has  strong  hospital  support. 

And  our  baby  meals  have  more  meat,  more  fruit  than  all 
the  other  ingredients  added  together. 

Cow  &  Gate,  with  two  of  the  fastest  growing  brands, 
are  putting  new  growth  into  a  market  that's  aH  about  growing. 

*  (Jan-June  1978). 


particularly  well,  showing  volume  in- 
creases of  32  per  cent  and  49  per  cent 
respectively.  The  company  attributes 
this  success  to  its  policy  of  advertising 
in  baby  annuals,  widespread  sampling 
to  new  mothers  and  the  continual  on- 
pack  promotional  activity  on  Delrosa 
featuring  the  Baby  Savers  catalogue. 
Sterling  Health  say  they  intend  con- 
tinuing this  successful  marketing 
formula  in  1979.  Sterling  Health, 
St  Marks  Hill,  Surbiton,  Surrey. 


Bambi  now  second 

Golden  Babe  Bambi  has  moved  into 
second  place  in  the  chemists'  dispos- 
able nappy  market  with  a  volume  growth 
of  22  per  cent  in  the  past  12  months  of 
consumer  sales,  say  Lilia-White  Ltd. 
Until  recently,  the  holiday  season  gave 
a  heavy  uplift  to  sales  of  disposable 
nappies  which  then  decreased,  but 
indications  are  that  more  mothers  are 
becoming  full  time  users  of  disposables. 
Lilia-White  Ltd,  Alum  Rock  Road, 
Birmingham  B8  3D2. 

Anbesol  on  radio 

A  commercial  radio  campaign  for 
Anbesol  featuring  use  in  teething  pains 
and  mouth  ulcers  will  be  running 
throughout  October  on  Radio  Hallam, 
Tees,  Pennine,  BRMB.  Swansea,  Picca- 
dilly, Metro.  Plymouth,  Trent,  Victory 
and  Beacon.  Press  advertising  appears 
throughout  the  year.  International 
Chemical  Co  Ltd,  Chenies  Street, 
London  WCl  7ET. 

Baby  feeding  pack  (£6.08)  from  William 
Freeman  &  Co 
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Chemists'  share  of  market 


Build  on  Babyfoods  to 
gain  other  customs 

by  Brian  Webber,  manager  of  babyfoods,  Heinz 

The  babyfoods  market,  which  is  currently 
worth  about  £38m  per  annum,  is  being 
boosted  by  the  first  increase  in  the  birth 
rate  for  more  than  13  years.  In  the  first 
months  of  this  year,  some  341,000  babies 
were  born  in  England  and  Wales — 6,600 
more  than  in  the  corresponding  period 
last  year. 

That  is  32  more  babies  per  day,  and 
this  consistent  upward  trend  is  even  more 
significant  when  viewed  against  the  non- 
stop decline  in  births  since  1965.  This 
market  buoyancy  is  particularly  good 
news  for  chemists,  who  have  always  re- 
cognised that  babyfoods  are  dispropor- 
tionately important  because  of  this  simple 
truth — babyfoods  regularly  draw  into  the 
shop  high-spending  young  mothers,  who 
consequently  boost  sales  of  all  over-the- 
counter  items. 


Chemists'  share  increases 

Chemists  have  been  significantly  in- 
creasing their  share  of  the  babyfood 
market,  and  in  1977  accounted  for  57 
per  cent  of  total  units  sold,  compared 
with  32  per  cent  five  years  ago.  Not  all 
this  extra  business  has  gone  to  Boots. 
Independent  chemists  have  also  made  ex- 
cellent progress.  This  has  been  due  mainly 
to  a  greater  willingness  by  the  independ- 
ent operator  to  compete  with  grocers  on 
both  price  and  range  of  varieties  offered. 

Range  is  important.  Mothers  want  to 
be  able  to  give  their  babies  an  interesting 
and  varied  menu.  The  greater  the  num- 
ber of  varieties  on  display  the  wider  the 
choice.  Chemists  have  also  scored  over 
the  supermarket  in  another  key  area, 
that  of  professional  advice.  The  phar- 
macist is  qualified  to  answer  mothers' 
queries  and  the  staff  are  generally  of  a 
higher  standard  and  therefore  more  able 
to  help.  Try  getting  advice  in  a  super- 
market ! 

Just  as  in  the  grocery  sector,  the 
babyfood  business  through  chemist  out- 
lets is  dominated  by  Heinz.  With  54  per 
cent  of  sales,  Heinz  outsells  all  other 
babyfood  brands  added  together. 

Remember  the  equation 

The  equation  "profit  equals  margin 
times  turnover"  is  worth  bearing  in  mind 
when  considering  how  much  space  to 
give  the  babyfood  section.  It  is  true  that 
margins  on  babyfoods  are  lower  than 
many  over-the-counter  lines.  But  one 
baby,  on  average,  consumes  160  cans, 
jars  and  packets  of  babyfood  during  its 
first  year  of  life.  A  much  higher  rate  than 
the  rest  of  the  family  use  deodorants, 
films  or  shampoos!  Also,  of  course,  the 
faster  a  brand  sells,  the  higher  will  be 
its  profit  contribution. 


32% 


39% 


44% 


48% 


57% 


1973 

1974 

1975 

1976 

1977 

Brand  shares — all  chemists 

HEINZ 

54% 

COW  &  GATE 

ROBINSONS 

ALL  OTHERS 

15% 

12% 

GERBER 

12% 

7% 

Heinz  put  forward  a  basic  three-point 
plan  which  will  help  the  chemist  take  a 
critical  look  at  his  babyfood  section. 
These  three  points  are : 
Planned  and  maintained  displays.  Heinz 
offer  a  complete  merchandising  service 
including  shelf  tapes,  name  tags  and  price 
cards  to  make  the  section  more  attrac- 
tive, with  clean,  clear  lines  and  a  logical 
arrangement  based  on  meal  sequence 
selection. 

Maximum  effective  use  of  available  space. 
As  there  are  always  physical  restrictions 


on  the  amount  of  space  available,  the 
size  and  siting  of  a  babyfoods  display  is 
important.  The  display  should  be  posi- 
tioned where  it  can  be  seen  easily,  so 
that  young  mothers,  who  buy  other  baby- 
care  products  and  over-the-counter  lines, 
will  be  motivated  into  the  shop. 
Correct  range  balance.  It  is  important 
that  a  comprehensive  range  of  babyfoods 
is  stocked  to  give  the  mother  the  choice 
to  add  variety  to  her  baby's  menu.  Again, 
a  logical  sequence  by  meal  arrangement 
clearly  marked  will  pay  dividends. 
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We've  both  developed  in  the  same  way 


Newborn.  For  the  right  start. 

The  Newborn  teat  in  soft,  pink 
latex  is  used  and  recommended 
by  more  than  75%  of  British 
maternity  hospitals.  It's  soft 
enough  for  the  youngest  babies  to 
enjoy  easy  feeding  yet  firm  enough 
to  resist  collapsing. Mowavailable  to 
the  trade  for  the  first  time. 

Freflo.  For  extra  resilience. 

Having  made  happy  and  satis- 
factory progress  with  Newborn 
hospital  proved  teats  the  more 
resilient  Freflo  with  pure  latex 
construction  and  choice  of  hole 
size  is  the  next  step. 

Variflo.For  flexible  feeding. 

The  latest  development  in 
teats  with  a  variable  flow  rate. 


Mothers  no  longer  need  to 
choose  teats  by  hole  size  and 
babies  can  feed 
according  to  their 
mood. 

The  newVariflo 
with  an  oval  hole 
gives  control  of  flow 
rate  from  fast 
to  slow  — in  one 
teat. 
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Lewis  Woolf  Griptight  Limited,  H 
Selly  Oak,  Birmingham 


When  used  with  Nursery  Poly- 
carbonate Feeding  Bottles  which 
are  lightweight, clear  as  glass, 
completely  smooth  with  no  germ 
traps, fully  boilable  and  virtually 
unbreakable,  Nursery  teats  are  the 
natural  progression  in  safer  more 
satisfying  feeding. 

Nursery  Feeding  bottles  and 
teats  by  Griptight. 

Order  your  supplies  early  to 
meet  the  consumer  advertising 
demand. 


by  Griptight 

ome  Sales  Department,  144  Oakfield  Road, 
B29  7EE.Telephone  021-472  4211. 
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Babycare 


HOW  IT  USED  TO  BE 


The  Cow  &  Gate  collection  of  feeding 

Bottle  feeding  of  babies  tends  to  be 
thought  of  as  a  strictly  20th  century 
innovation.  It  might  come  at  quite  a 
surprise  to  discover  that  the  practice  is 
something  like  4,000  year  old. 

The  Cow  &  Gate  collection  of  infant 


Silver  pap  boat  (1800) 

feeding  vessels  spans  probably  the  most 
interesting  period — the  300  years  up  to 
the  introduction  of  the  wide-necked  glass 
bottle  with  the  rubber  teat.  The  earliest 
feeding  bottles  in  the  collection  date 
from  1750  before  which  it  is  thought 
cows'  horns  were  used. 

The  rubber  teat  was  not  invented  until 
1845  and  was  not  in  common  use  until 
20  years  later.  A  strange  variety  of 
materials  was  used  prior  to  its  introduc- 
tion— rag,  parchment  or  chamois  leather 
teats  would  have  a  piece  of  marine 
sponge  tucked  inside  to  stop  them  from 
collapsing  when  the  baby  was  sucking. 
A  pickled  cow's  udder  teat  was  a  sub- 
stitute. These  were  sold  in  glass  con- 
tainers a  dozen  at  a  time  in  chemists 
shops.  Teats  were  also  made  from 
leather,  ivory,  wood,  cork  or  silver — all 
extremely  unhygienic! 


Glass  feeder  (1880) 

A  great  part  of  the  collection  is  taken 
up  by  pap  boats  in  a  variety  of  materials 
and  designs.  These  little  sauce-boat 
shaped  vessels  were  used  to  literally  pour 
quantities  of  pap  or  panada  down  the 
infant's  throat.  Pap  was  simply  bread 
and  water,  although  it  sometimes  con- 
tained a  quantity  of  mother's  milk.  As 
the  child  developed,  or  perhaps  more 

612    Chemist  &  Druggist 


bottles 

accurately,  as  its  life  progressed,  panada 
would  be  fed  to  it.  This  was  a  mixture 
of  flour,  cereals  or  bread  with  butter  or 
milk,  usually  cooked  in  vegetable  or  meat 
broth.  It  was  sometimes  laced  with  wine 
or  beer,  lisbon  sugar  or  even  Castille 
soap! 

The  survival  of  an  infant  left  with  no 
nursing  mother  was  very  much  a  matter 
of  luck.  For  the  rich  there  was  the  alter- 
native of  the  wet  nurse,  but  for  the  poor 
child  a  short  and  probably  miserable  life 
was  its  lot.  Some  researchers  claim  that 
of  such  babies  born  at  the  end  of  the 
18th  century  in  Dublin  99.5  per  cent 
died. 

Cows'  milk  was  not  a  popular  food 
for  babies.  It  was  not  until  the  late 
18th  century  that  the  ingrained 
superstition  that  surrounded  the  feeding 
of  milk  to  babies  finally  began  to  fade 
away.  It  was  at  about  this  time  that 
Wedgewood  copied  an  earlier  design  of 


Pewter  sucking  bottle  (1750) 

a  bubby  pot — an  oil  can  design  where 
the  infant  could  suck  at  the  spout. 
Wedgewood's  intention  was  to  produce 
an  earthenware  vessel  which  could  be 
made  available  to  a  much  wider  selec- 
tion of  people  than  those  who  could 
afford  pewter,  which  was  the  common 
material  for  manufacturing  such  imple- 
ments. 

The  collection  shows  that  very  little 
changed  in  the  design  of  feeding  vessels 
and  the  thinking  behind  infant  nutrition 
for  the  whole  of  the  period  up  to  the 
forerunner  of  the  modern  feeding  bottle 
patented  by  a  Captain  William  Charles 
Webber  in  1867. 

The  breakthrough  came  with  the 
general  introduction  of  the  rubber  teat 


and  with  the  wide  necked  glass  bottle. 
The  idea  introduced  by  Webber  was 
taken  up  by  another  manufacturer  who 
in  the  1890s  started  to  produce  a  glass 
bottle  which  contained  a  thermometer — 
not  a  practical  idea  as  the  thermometer 


Silver  nipple  protector  (1751) 

shattered  if  the  bottle  was  sterilised. 

The  shape  of  bottles  right  up  to  the 
1920s  was  such  that  they  were  almost 
impossible  to  clean  properly  with  a 
brush.  It  was  not  until  the  1950s  that 
the  modern  familiar  wide  necked  bottle 
with  the  screw  on  collar  to  hold  the  teat 
became  accepted.  The  wider  collar  solved 
the  problem  of  the  mother  having  to 
handle  the  sterilised  teat  to  perform  the 
fiddlesome  task  of  fitting  it  to  the  neck 
of  the  bottle.  The  introduction  of  the 
plastic  feeding  bottle  in  the  1960s  was 
the  last  real  departure  in  the  design  of 
baby  feeding  implements  to  the  present 
day. 


Upright  feed;ng  bottle  (1950) 
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The  cotton  swab 
market  grows 

The  cotton  swab  market  is  one  of  the 
few  to  show  consistent  growth  over  the 
recent  years,  says  Chesebrough-Pond's 
Ltd.  This,  they  say,  is  due  to  massive 
investment  behind  the  two  major  brands 
in  the  market.  Q-Tips  have  had  a 
sterling  growth  of  23  per  cent  in  the 
chemist  sector  and  are  the  fastest  grow- 
ing- brand  in  that  sector.  Q-Tips  are 
supported  by  advertisements  in  major 
women's  magazines,  the  specialist  baby 
Press  and  are  sampled  to  expectant 
mothers.  Chesebrough-Pond's  Ltd, 
Victoria  Road,  London  NW10  6NA. 

Cereal  market 
better  now 

The  first  six  months  of  1978  showed  a 
volume  increase  in  sales  of  36  per  cent 
for  Robinson's  Baby  Food  One  and  of 
31  per  cent  for  Baby  Food  Two. 
Robinsons  say  that  sales  of  their  baby 
cereals,  which  they  claim  as  the  number 
one  brand,  have  stabilised  after  a  long 
decline. 

Promotions  this  year  have  included 
Robinson's  most  successful  ever  on-pack 


promotion,  the  Mabel  Lucy  Attwell 
mobile,  and  Ron  Burns,  product  group 
manager,  say  they  are  planning  a  series 
of  equally  interesting  promotions  for 
1979.  Reckitt  &  Colman  food  division, 
Carrow,  Norwich  NOR  75  A. 

Pants  success 

Sales  of  Marigold  pants  have  shown  a 
substantial  sales  increase  over  the  last 
year,  especially  Snappies,  with  a  growth 
of  over  30  per  cent.  Snappies  are  most 
popular  with  mothers  of  babies  under 
one  year,  say  LRC  Products  Ltd  and 
the  snap-on  pants  account  for  30  per 
cent  of  the  total  £5m  baby  pants  market. 
LRC  Products  Ltd,  San  it  as  House, 
Stockwetl  Green,  London  SW9  9JJ. 

Baby  bar  boom 

Unichem's  Baby  Bar,  introduced  in  May 
this  year,  is  now  installed  in  nearly 
1,500  pharmacies.  The  unit  is  only 
offered  to  pharmacists  who  agree  to 
display  it  on  a  permanent  basis  and  who 
are  prepared  to  take  a  minimum  stock 
order. 

The  re-packaged  baby  products  range 
is  currently  being  nationally  advertised. 
Peter  Dodd,  Unichem's  managing 
director,  says  that  sales  of  the  baby 


products  are  currently  running  at  a 
level  well  above  that  of  last  year.  This, 
he  says,  reflects  both  the  impact  of  the 
repackaged  range  and  the  increased 
Unichem  promotion.  Unichem  Ltd. 
Crown  House,  Morden,  Surrey. 


J? 


...the  NewSuba-Seal 

Complete  baby 
"  eding 

pack! 


The  ideal  present  to  give  any  expectant 
'mum!  The  'Complete  Baby  Feeding  Pack' 
contains  everything  required  to  bottle  feed 
a  baby. 

Contents 

•  No.1  CodeNo.lC80B 
Comforter 

•  No.  2  Code  No.  5A3 
Plastic  teething  trainer  triangle 

•  No.  3  CodeNo.lC52 

White  Super  life  soft  silicone  teething  trainer  ring 

•  No.4  Code  No.  1C126S 

8oz  smooth  neck  feeding  bottle  with  silicone 
teat  and  plastic  cover 

•  No.5CodeNo.lC49 

Staywarm  deiuxe  with  wide  neck  bottle  and 
silicone  teat 

•  No.  6  CedeNo.lC127S 

4oz  smooth  neck  feeding  bottle  with  silicone 
teat  and  plastic  cover 

•  No.  7  CodeNo.lA7 
Streamline  cot  hot  water  bottle 

•  No.8CodeNo.lC42 

Mmifeeder  in  lightweight  glass  clear  plastic  with 
cleaning  brush  and  latex  teat 
For  more  information  contact:- 


WILLIAM  FREEMAN  &  COMPANY  LTD. 
Suba-Seal  Works,  Staincross, 
Barnsley,  South  Yorkshire. 
Telephone  0226-84081 
24-hour  Order  Service 
Telephone  0226-84085 


¥ 
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With  over  40%  of  the  vitamins  market  and  over 
25%  of  the  tonic  market,  Sanatogen  are  brand  leaders. 

That  puts  a  very  valuable  £6  million  through  your 
tills  every  year. 

What's  more,  we're  carving  ourselves  a  bigger 
share  of  this  rapidly  growing  market. 


And  that  gives  you  even  more  to  smile  about  too. 
because  as  long  as  you  keep  taking  our  tablets  and 
onic,  you'll  keep  taking  home  a  healthy  share  of  the 
)rofits  yourself . 


Sanatogen  Vitamins  and  Tonic. 


The  Sanatogen  Smile. 


Vitamins  are  essential  to 
good  health 

In  theory  he  should  be  able 
10  gel  all  Oie  vitamins  he  needs 
from  ,1  properly  balanced  diet 
Sometimes,  (hi  nigh,  the  (ixid  he 
tall  doesn't  give  him  ill  the 
vitamins  he  needs 

Al  lunthomes  he  mav  not 
Hel  .1  pel  iper  meal.  He  may  |ust 
grab  j snack 

Or  he  could  be  ejh.ni;  lood 
that's  been  kept  hot.  vthich  un 
reduce  ihe  vitamin  content. 

He  may  not  even  bdthet  to 
eal  at  all 

A  Sanati  >gen  Multivitamin 
tablet  Jibreaktasl  time  will 
make  sure  he  gets  the  nghl 
vitamins  and  minerals  he  needs 
to  last  him  thruugh  the  day  and 
help  In  ensure  good  health 

Hatyourhasbandg.it  [he 

One  a  day.everyday.for 
positive  health.  j_ 


The  Sanatogen  Smile. 

'■"  ^>Kffitm 


I        U  you're  on  a  diet  and 
I  cjtinglesscaloncs  you  eould 
I  ilsobceatingtcssvitatnins 

I  Re-hejong  food  at 
I  lunchtimc  can  reduce  the 


AndoUcurte.il 

thing  thai  goes  vulh  11 
Sjnatogen  Mulli 

minerals  that  help  10  tmm 
good  health 

So  lake  OOC  Sanatogen 

ijhk-i  every  morning  and  Ik 

sure  ol  gcning  the  vitamins 


One  a  day,  everyday,  for 
positive  hearth.  M 


mm 


The  Sanatogen  Smile. 


The  Sanatogen  Smile. 


good  health  In  theory,  you 
should  be  able  10  get  all  the 
'itamins  sou  need  trom  a 
properly  balanced  diet 

Sometimes,  though,  il 
you're  panirularls  busy,  you 
mavonly  have  a  snack  lunch 

have  truck  vitamins 

If  you're  on  □  did  and 

eating  less  calories,  you  could 

also  be  eating  Ins  vitamins 
Re-heating  food  ai 

lunchtimc  tan  reduce  the 

And  ol  course,  if  you  cut 
CM  a  meal  you  cutout  every- 
thing that  goes  with  it  at  well. 

Sanatogen  Multivitamins 
give  you  essential  vitamins  and 
minerals  thai  help  to  ensure 
good  health. 

So  lake  one  Sanatogen 
tablet  every  momingand  he 
Sutt  ot  getting  the  vitamins 
and  minerals  you  nerd  10  Ian 
you  thiough  the  day  Hav  e  you 
got  the  Sanatogen  Smile' 

One  a  day, everyday, for 
positive  health.  | 


MMMgM 
imittrntatm 


g»xf  h-alih  In  theory' you 
should  be  able  to  get  all  the 
vitamins  vuu  need  horn  a 
properly  balanced  din 

Sometimes,  though,  il 
you  re  particularly  busy,  you 
may  only  have  a  snack  lunch 
Which  ol  tOUtSC,  may  only 


be  eating  less  viiamins. 
Re-hrjbng  food  at 
lunchtimc  can  tcduce  the 

thing  thai  goes  vsithii  as  well 
Sanatogen  Multiviramiru 
giv  e  you  essential  vitamins  and 
minerals  thai  hclploensurc 
good  health 

So  take  one  Sanatogen 
tablet  every  morning  and  be 
suirol  getting  Ihe  vitamins 
and  minerals  vou  need  to  last 
sou  through  the  da)'  Have  you 
got  the  Sanatogen  Smile? 

One  a  (lay. everyday, tor 
positive  health.  % 


h 011  Id  be  able  tn  get  all  the 

lOperlj  balanced  diet 

Sometimes,  though,  d 
ou'ie  parbculjrly  busy  you 
lay  ooly  have  a  snack  lunch. 
I  Which olooursc  mavonly 

If  vou'icon  J  diei  and 

o  be  eating  leu  vitamins 

Re -healng  lood  at 
ichnme  can  reduce  the 


I  thing  that  goes  »iih  it  as  well 
Sanatogen  Multivitamins 
e  you  essential  sitamins  and 
rcrals  thai  help  10  ensure 
I  good  health 

So  take  one  Sanatogen 
tablet  every  morning  and  be 
al  getting  the  tt 


1  needle 


One  a  day,  everyday,  for 
I  positive  hearth.  j 


Vitamins  a 
good  health. 

In  theory  he  should  be  able 
o  get  all  the  vitamins  he  needs 
from  a  properly  balanced  did 
I  Sometimes,  though,  the  food  he 
eats  doesn  1  gjse  him  alt  the 
vitamins  he  needs. 

At  lunchumes  he  may  not 
get  a  proper  meal  He  may  |ust 
j  grab  a  snack 

Or  he  could  be  eating  lood 
that's  been  kept  hot.  which  can 

He  mas  noi  even  bother  to 
cat  ai  all. 

A  Sanatogen  Multivitamin 
]  tablet  at  breakfast  time  will 
lake  sure  he  gets  the  right 
itamins  and  minerals  he  needs 
I  10  last  him  through  the  day  and 
!  help  to  ensure  good  health 
!         Has  your  husband  got  the 
j|Sj  Sanatogen  Smile' 

I  Oneaday,everyday,for 
I  positive  health.  £ 


sanatogeri 
multivitamin? 


With  the  biggest  advertising  campaign  in  the 
business,  you're  laughing. 

This  year  we're  spending  over  £i  million  on  advertising 
featuring  the  "Sanatogen  Smile"  and  an  additional  £150,000 
on  Nerve  Tonic.  That  means  you'll  be  selling  more  than  ever, 
so  you'll  need  to  stock  more. 

We  have  a  full  colour  campaign  running  in  the 
women's  press  and  we're  spending  even  more  on  television. 


New  Sanatogen  High  C. 
Quickly  puts  back  what  colds 
and  flu  take  away. 

Costs  about  the  same  as 
a  large  glass  of  fruit  juice. 

Andcontains  13  times  as 
much  Vitamin  C. 


Studies  hnve  shown  ihM 
during  illness,  such  us  colds 
mid  flu,  vilnmin  C  levels  full. 

Siinu1o|(en  1 1  Igh  Dose 
Viluinin  C  contains  uhout  1 3 
limes  Ihcmtiotinl  of  vitamin  C 
hs  most  ordinary  viliimin  C 
tablets,  nnd  Ihineen  limes  ns 
fundi  vitnmin  C  ns  you'd  find 
in  ii  large  ghiss  of  fruil  juice, 

Dissolved  in  water,  HighC 
makes  n  pleasant  lasting, 
sparkling  high  value  drink 
llidl  is  quickly  nnd  easily 
absorbed,  restoring  I  he  body's 
vitumin  C  levels  I'usl. 

sanatogen 


HIGH 


NEW  FROM  SANATOGENJHE  VITAMIN  PEOPLE 


Turn  lid  to  unwind. 


The  Sanatogen  Smile. 


You  can  link  your  shop  with  our  advertising  using 
:oloinM,  eye-catching  display  material. 

And  the  special  bonus  terms  we  are  currently  offering 
"or  Sanatogen  Vitamins  mean  even  bigger  profits. 

So,  if  youVe  got  the  Sanatogen  Smile  you'll  be  laughing 
ill  the  way  to  the  bank. 

Sanatogen  Vitamins  and  Tonic. 


e  Mentholatum  Co.,  Limited, 
Longfield  Road 
Twyford,  Berks, 
el:  Twyford  (0734)  340117 


UCA  Northern  Ireland  Pharmaceutical  Conference 

A  clinical  role  in  general 
practice  pharmacy 


A  blueprint  for  the  clinical  involvement 
of  the  general  practice  pharmacist  was 
set  out  by  Mr  Bob  Worby,  chairman  of 
the  National  Pharmaceutical  Association, 
at  a  conference  organised  by  the  Ulster 
Chemists  Association  in  Enniskillcn  last 
weekend.  It  was  the  first  UCA  "week- 
end" for  five  years,  reflecting  an  easing 
of  the  security  situation. 

Mr  Worby  predicted  that  if  pharmacy 
did  not  quickly  adapt  its  practice  to  a 
changing  world  it  would  face  competi- 
tion for  its  role  in  primary  health  care. 
In  the  past  the  role  had  been  fulfilled 
through  dispensing  and,  secondarily, 
through  counter-prescribing,  but  the 
diminution  of  the  importance  of  mani- 
pulative skills  gave  a  unique  opportunity 
for  the  advancement  of  both  role  and 
status  if  the  profession  had  the  courage 
to  grasp  it.  Two  other  developments  were 
involved  in  creating  the  situation  against 
which  pharmacy  had  to  find  its  own 
place — the  doctors'  move  into  health 
centres  and  group  practices  where  they 
could  be  seen  only  by  appointment,  and 
the  increasing  scientific  basis  of  the  pro- 
fession, which  had  reduced  the  former 
manipulative  function  to  that  of  a  store- 
man,  for  which  a  university  education 
was  unnecessary. 

Worldwide  theme 

All  over  the  world  the  theme  of 
"clinical  pharmacy"  was  emerging  as  the 
answer,  said  Mr  Worby,  but  the  term 
meant  different  things  to  different  people. 
Nevertheless,  it  could  be  deduced  from 
surveys  that  the  British  general  practice 
pharmacist  could  treble  or  quadruple  his 
work  in  advising  the  public  on  minor  ail- 
ments that  did  not  need  bringing  to  the 
attention  of  the  doctor. 

Mr  Worby  drew  on  three  quotations 
from  recent  conferences  in  creating  his 
blueprint — that  pharmacy  must  not  try 
to  create  a  social  need  but  identify  and 
try  to  fulfil  it;  that  there  is  a  mis-match 
between  a  pharmacist's  training  and  his 


function;  and  the  advice  of  an  American 
doctor  that  pharmacy  should  not  ask 
whether  it  could  adopt  a  clinical  role 
but  go  ahead  and  do  it — "if  you  do  it 
well,  you  will  never  be  challenged;  if 
you  do  it  badly  you  will  never  be  for- 
given". Mr  Worby  suggested  therefore 
that  if  pharmacy  intended  to  change  its 
pattern  of  practice  it  must  make  proper 
preparation:  "At  the  moment  we  are  ill 
prepared." 

To  those  who  saw  no  need  for  change, 
Mr  Worby  said  that  if  the  profession 
neglected  the  public's  need  for  primary 
health  care  it  would  become  "a  curiosity 
of  the  past"  in  the  same  way  as  had  the 
apothecary.  Pharmacists  would  still  exist 
as  technicians  in  health  centres  and  hos- 
pitals, but  their  place  as  experts  on  drugs 
would  be  taken  by  clinical  pharmacolo- 
gists— a  branch  of  the  medical  profession 
— and  their  role  in  primary  health  care 
would  go  to  community  nurses  and 
health  visitors:  "The  things  we  surren- 
dered would  continue,  but  pharmacists 
would  not  be  doing  them — I  believe  we 
can  fill  these  roles  better  than  other  pro- 
fessions." 

How  could  it  be  done?  Mr  Worby  said 
the  first  necessity  was  documentary 
assistance,  together  with  oral  education. 
This  could  include  "algorithmic  aids"  to 
diagnosis — a  check  list  of  symptoms  to 
assist  in  identifying  the  more  serious 
conditions  which  needed  medical  atten- 
tion. Such  a  system  was  merely  a  soph- 
isticated method  of  setting  out  what 
pharmacists  did  in  practice  every  day, 
but  it  did  not  assume  that  everyone  was 
equally  capable.  Organisations  such  as 
NPA  must  also  prepare  treatment  lists 
which  could  be  given  to  the  patient. 

Many  pharmacists  still  argued  that 
"diagnosis  is  the  province  of  the  doctor" 
but,  said  Mr  Worby,  diagnosis  simply 
meant  taking  stock  of  a  situation  and 
deciding  what  should  be  done  about  it — 
mothers  did  it,  and  pharmacists  already 
did  it  within  the  range  of  their  know- 


ledge. If  the  pharmacist  could  not  make 
a  diagnosis  he  referred  the  patient  on  to 
the  doctor  who  was  in  a  similar  position 
when  he  referred  the  patient  on  to  the 
consultant.  "We  are  already  one  link  in 
a  diagnostic  chain,  but  in  the  past  we 
have  called  it  counter-prescribing".  How- 
ever, the  pharmacist  must  know  his 
limitations  and  there  must  be  a  change 
in  his  training  to  give  a  broader  picture 
of  clinical  matters. 

The  value  to  the  public  of  this  role 
in  primary  health  would  be  inestimable, 
Mr  Worby  claimed.  General  practice 
pharmacists  were  uniquely  available  and 
approachable,  which  was  why  the 
speaker  did  not  believe  that  they  would 
ever  entirely  do  away  with  commercial 
activities.  It  should  be  possisble  to  trim 
commercial  activities,  and  certainly  to 
become  less  dependent  upon  them,  but 
the  everyday  appearance  and  homely 
atmosphere  of  the  pharmacy  was  half 
the  secret  of  the  confidence  placed  by 
the  public  in  the  pharmacist  and  their 
ability  to  communicate  with  him — "they 
clam  up  tight  in  the  doctor's  surgery  but 
will  come  round  to  the  local  pharmacist 
and  spill  the  beans." 

Records  and  registration 

Mr  Worby  could  see  no  reason  why 
the  pharmacist  should  not  use  an  NHS 
form  for  counter-prescribing  a  restricted 
list  of  drugs — he  even  saw  Government 
thoughts  moving  in  that  direction.  At  the 
moment  Mr  Ennals'  aim  was  economy 
in  the  NHS  through  encouraging  the 
patient  to  visit  the  pharmacy,  but  it  was 
establishing  a  principle  and  if  it  became 
reality  there  would  be  justification  for 
patient  records  and  registration  with  a 
pharmacy,  a  proposal  framed  in  the 
recent  report  from  the  Pharmaceutical 
Society's  working  party  on  the  future  of 
general  practice.  Mr  Worby  said  he  was 
alarmed  by  the  prospect  of  the  extra 
paper  work  patient  records  would  involve 
as  envisaged  in  the  report,  but  once  the 
role  of  the  pharmacist  was  projected  into 
primary  health  care  it  became  feasible. 

Mr  Worby  endorsed  a  proposal  put 
forward  recently  by  Mr  Malcolm  Bassil, 
who  suggested  that  patient  registration 
would  be  voluntary  but  that  the  phar- 
macist would  only  be  able  to  prescribe 
for  registered  patients;  it  would  then  be 

Continued  on  p620 
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logical  for  the  pharmacist  to  keep  records 
and  there  would  be  a  financial  reward 
because  he  would  be  prescribing  for  his 
patients.  Mr  Worby  suggested  that  under 
such  a  system  duplicate  prescriptions 
would  be  supplied  to  the  patient's 
doctor.  "Surgery  hours, "  he  said,  would 
become  "business  hours." 

In  reply  to  Mr  J.  Brown's  question 
concerning  additional  training,  Mr  Worby 
defined  it  as  "applied  clinical  pharmacy" 
-which  would  include  first  aid.  It  should 
be  carried  out  in  hospital  casualty  de- 
partments and  general  practice  surgeries 
and  both  medical  practitioners  and  phar- 
macists should  lecture  students. 

Earlier  Mr  Worby  had  said  that  two 
of  pharmacy's  major  disadvantages  were 
apathy,  and  "an  unfortunate  tendency  to 
enclose  ourselves  in  little  glass  boxes,  in 
our  businesses  and  in  our  leadership." 
Pharmaceutical  organisations  co-operated 
with  each  other,  but  not  enough  and 
each  was  jealously  trying  to  ensure  that 
it  was  not  upstaged  by  another.  "We 
would  get  further  if  we  all  worked  to- 
gether." Asked  by  the  UCA  president 
how  apathy  might  be  overcome,  he  said 
in  his  local  LPC,  individual  contractors 
were  attending  meetings  by  invitation — 
"it  opens  people's  eyes  to  the  breadth  of 
matters  under  discussion  and  they  realise 
they  themselves  might  have  something 
to  contribute." 

Drug  abuse 

Forged  prescriptions  last  year  accounted 
for  43  per  cent  of  the  workload  of  the 
Royal  Ulster  Constabulary  drug  section, 
the  conference  was  told.  Sergeant  Anne 
Lavelle,  of  the  Armagh  section,  warned 
that  the  problem  was  increasing,  with 
a  total  of  195  forgeries  known  in  the 
eight  months  to  August,  compared  with 
only  76  in  1977;  she  appealed  to  phar- 
macists to  contact  their  local  police  if 
they  were  suspicious  about  any  prescrip- 
tion— particularly  those  with  unfamiliar 
signatures,  presented  from  doctors  in 
another  locality. 

Sergeant  Lavelle  said  that  forged 
scripts  were  presented  by  "the  not  so 
young"  as  well  as  the  young  and  could 
be  expertly  executed — a  housewife  known 
as  "the  queen"  had  charged  £1.50  for 
forging  on  blank  forms  brought  to  her, 
and  when  these  were  dispensed  the 
tablets,  etc,  could  be  sold  on  the  black 
market  at  50p  to  £2  each. 

Concerning  drug  abuse  in  general,  the 
speaker  said  that  although  the  authori- 


A  section  of  the  audience 


ties  had  not  "lost  control"  in  Northern 
Ireland,  they  were  not  complacent. 
Young  people  from  the  Province  became 
caught  up  in  trafficking  in  London  or 
Dublin  and  were  liable  to  become  in- 
volved in  drug  distribution  on  their  re- 
turn, or  in  carrying  drugs  into  the 
country.  Cultivation  of  cannabis  was  on 
the  increase,  and  while  that  might  be  a 
"soft"  drug,  the  traffickers  in  it  were 
always  prepared  to  supply  any  drug  for 
which  they  could  find  customers.  All 
hard  drug  users  had  started  off  on  can- 
nabis, though  it  was  impossible  to  tell 
which  cannabis  users  had  the  personality 
shortcomings  that  would  lead  them  to 
try  other  things — most  users  liked  to  try 
LSD  in  any  case.  Cannabis  resin  was  the 
most  popular  drug  of  abuse  in  Northern 
Ireland,  but  among  the  less  common 
were  Chinese  heroin  and  raw  opium- 
there  had  recently  been  a  case  of  latex 
extraction  from  poppies,  believed  to  be 
the  first  in  the  UK. 

During  the  discussion,  Mr  R.  G.  P. 
McMullan,  pharmaceutical  officer  to  the 
Central  Services  Agency,  said  that  phar- 
macists had  an  ethical  obligation  to 
satisfy  themselves  about  a  suspicious  pre- 
scription before  dispensing  it.  He  con- 
firmed that  NHS  scripts  could  be  held 
back  from  the  patient  since  technically 
they  were  the  property  of  the  Service. 
Mr  J.  Wright,  NPA  director,  put  the 
abuse  problem  in  perspective  however, 
by  pointing  out  that  only  one  prescrip- 
tion in  100,000  was  a  forgery. 

EEC  developments 

Mr  W.  A.  G.  Kneale,  NPA  local  organ- 
isations officer,  gave  the  conference  an 
insight  into  the  latest  EEC  regulations. 
Pharmacy  now  had  a  new  draft  sub- 
mission on  its  future  and  the  UK  and 
Germany  hoped  that  within  it  there 
would  be  room  for  consideration  of  geo- 
graphical distribution.  This  had  been  a 
problem  because  NPA  saw  it  as  a  pre- 
requisite for  the  mutual  recognition  of 
the  pharmaceutical  qualification — which 
was  being  pressed  by  industrial  phar- 
macists now  that  the  "qualified  person" 
status  had  been  defined,  and  by  the  Euro- 
pean Commission  now  that  free  circula- 


tion of  medicines  had  been  agreed. 

Pharmacy  had  been  advised  by  Com- 
mission staff  to  "raise  its  sights"  and  see 
itself  within  the  European  dimension  of 
medicines.  This  meant  taking  account 
of  consumer  pressure  for  lower  profits 
and  uniform  pricing  on  medicines — and 
the  activities  of  the  Health  Ministers  of 
the  nine,  who  were  themselves  under 
pressure  to  keep  up  standards  but  lack- 
ing money;  the  Ministers  were  setting 
up  working  parties  on  the  consumption 
of  medicines,  the  costs  of  their  health 
services,  the  cost  of  medicines  and  the 
abuse  of  medicines. 

Mr  Kneale  also  attacked  the  Swedes  for 
setting  themselves  up  as  "the  model  for 
pharmacy."  But,  he  said,  their  profession 
was  dying,  with  40  per  cent  of  the  700 
nationalised  pharmacies  now  being  man- 
aged by  non-pharmacists;  the  State 
organisation  has  raised  the  price  of  drugs 
by  9  per  cent  last  year  yet  lost  £3|m, 
and  there  were  now  only  four  phar- 
macists out  of  nine  on  the  controlling 
board.  Also  men  were  no  longer  inter- 
ested in  the  profession,  with  85  per  cent 
women,  mostly  part-time,  running  the 
pharmacies. 

Fragrances 

Another  conference  speaker  was  Mr 
Graham  Buckley,  Yardley  of  London 
Ltd.  Explaining  the  philosophy  behind 
fragrance  marketing,  he  said  that  while 
it  was  necessary  for  his  company  to  fol- 
low the  trends  in  distribution,  including 
the  closure  of  private  chemists,  they 
were  still  one  of  the  independent  sector's 
prime  supporters.  This  was  one  reason 
for  concentrating  on  magazine  advertis- 
ing rather  than  television,  since  there 
was  no  such  thing  as  brand  loyalty  and 
the  frequency  of  fragrance  purchase 
was  once  in  nine  months.  Fragrance  pro- 
ducts thus  needed  a  long  life  cycle,  and 
there  were  some  in  whose  short  life  £2 
had  been  spent  on  promotion  for  every 
£1  sold!  Yardley's  policy  was  to  remove 
products  from  the  market  when  intro- 
ducing new  ones  to  meet  current  trends 
— "we  recognise  that  you  don't  have 
elastic  walls,"  Mr  Buckley  told  the 
chemists  present. 
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Unlike  the  customer  who  wanted  contraceptives, 
ostomists  can  t  pretend  they  came  in  for  aspirins. 


The  ostomist  needs  more  help  from  your  staff  than  almost 
any  other  customer. 

Even  the  slightest  problem  can  cause  acute  discomfort  and 
can  be  highly  embarrassing  to  have  to  explain  in  a  busy  shop. 

You  can  help  in  two  ways. 

You  can  make  sure  that  your  staff  understand  the  basis  of 
stoma-care  and  the  treatment  of  the  most  common  problems. 

And  you  can  keep  a  full  stock  of  reliable  products  to  satisfy 
both  regular  and  special  needs. 

Find  out  more  by  filling  in  the  coupon  and  sending  for  the 
free  Coloplast  Information  Kit. 

It  includes  a  leaflet  giving  an  introduction  to  stoma-care 
as  well  as  a  full  explanation  of  the  samples  enclosed. 

One  last  point. 

There  are  over  100,000  stoma-patients  in  Britain  and  they 
are  joined  by  new  patients  every  week 

They  brush  their  teeth,  catch  colds  and  cut  themselves  like 
everyone  else,  so  put  the  Coloplast  sign  in  your  window 
to  say  you  care. 


Please  send  me  the  free  Coloplast  Information  Kit.  S?IoPbst 

Name   (jjSSg* 

Address   .  .  . 

To  Coloplast  Ltd.,  Somersham  Rd.,  St  Ives,  Huntingdon,  Cambs. 

Tel.  Huntingdon  (0480)  62600 
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We're 
expanding 

the  reducing 

mar 

It's  said  that  fat  people 
don't  diet  in  autumn. 
Hogwash. 

Nowadays  there's  the 
Heart  Foundation,  the  Health 
Education  Council  and  the 

fashion  for  leather  pants  siini     -QfllCkm^  ^nd^ 

insisting  that  fat  isn't  funny.     $w-  ^ersVai  JV*v5  w 

That  s  why  we  re  on  ^^Jf* 


radio  this  October,  prodding  *fi3j*Si 
the  portly  into  action. 

So  be  prepared. There's 
a  vast,  unexplored  market 
out  there. 

Slenderk  on  radio 
this  autumn, 
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Simplicity  and  presentation  are 
keynotes  to  effective  sales 

A  report  from  Photokina,  Cologne,  September  15-21 


One  of  the  first  companies  to  go  "up- 
market" in  110-formats  was  Minolta  with 
its  Zoom  model  having  considerable 
sophistication,  more  than  a  year  ago.  At 
Photokina,  Asahi  Pentax  entered  the 
lists  with  its  Auto  110  model.  It  is  a  true 
single  lens  reflex  camera  in  the  style  and 
finish  expected  from  this  manufacturer. 
Its  features  are  comparable  with  bigger 
35mm  brothers.  First,  there  are  inter- 
changeable lenses — in  addition  to  the 
standard  24mm  f/2.8,  there  are  to  be 
available  an  18mm  f/2.8  wide-angle  and 
a  50mm  f/2.8  telephoto.  A  range  of 
close-up  lenses  supplement  the  prime 
objectives,  together  with  filters,  lens 
hoods,  etc. 

There  are  "add-on"  units,  in  conven- 
tional system  style,  such  as  the  auto- 
winder,  powered  by  two  AA-size  pen- 
light  batteries,  that  forms  a  convenient 
handle  or  grip.  The  flash  unit,  designated 
AF  130P,  is  attached  to  the  top  plate  of 
the  camera  with  a  special  contact  that 
automatically  synchronises  at  1/30 
second  with  the  programmed  shutter  at 
f/2.8.  TTL  metering  is  featured. 

Agfa  surprise 

Agfa  sprung  a  surprise,  almost  at  the 
last  moment,  with  its  contribution  to  the 
110  story.  The  Agfamatic  901  E  is 
claimed  to  be  the  first  pocket  camera 
with  built-in  motor  wind-on.  Two  bat- 
teries (AAA)  power  the  small  unit  with 
a  transit  speed  of  about  one  exposure 
per  second.  Other  advantages  are  that 
on  loading,  the  film  is  automatically 
transported  ready  for  the  first  exposure 
and  is  wound  through  to  the  end  after 


the  final  picture  is  taken.  There  is  an 
electronic  exposure  system;  the  shutter 
speeds  range  from  1/50  to  1/200  sees 
combined  with  continuous  aperture  con- 
trol and  automatic  setting  for  the  newer 
ASA  400  films.  Topflash  or  flipflash  may 
be  used  as  well  as  a  specially-designed 
electronic  flash  unit,  the  Agfamatic  901 
Lux,  a  new  concept  in  110  design. 
The  French  company,  INDO,  (making 


some  cameras  under  licence  from  Kodak) 
was  one  of  the  few  to  offer  126  models 
— some  have  already  been  offered  by  a 
British  importer.  Their  Compact  126  XR 
and  126  LED  were  typical  of  the  range, 
with  provision  for  Magicube  flash,  red 
signal  for  insufficient  light  and  green  for 
adequate. 

Reverting  to  Minolta,  one  of  the  newer 
models  is  the  Pocket  Autopak  460T,  with 
built-in  interchangeable  normal  and  tele- 
photo  coated  Rokkor  lenses.  The  camera 
has  also  a  built-in  "pop-out"  electronic 
flash  that  becomes  operative  when  the 
exposure-control  slider  is  moved  towards 
the  flash  symbol.  There's  a  flash-ready 
signal  which  pulses  inside  the  viewfinder 
frame  and  on  the  body.  The  camera  has 
a  shutter  with  a  fixed  speed  of  1/200 
sees  to  help  obviate  camera-shake  and 
blurred  pictures,  often  a  plague  with 
small  format  apparatus. 

When  considering  the  major  change  in 
equipment  design  manifested  at  Photo- 
kina, externally  cameras  and  other 
apparatus  appeared  to  be  simpler  than 
ever  and  yet  have  a  multiplicity  of  fea- 
tures never  before  incorporated.  Faster 
shutter  speeds  are  made  possible  both  by 
larger-aperture  high-definition  lenses  as 
well  as  higher  effective  film  speeds.  Built- 
in  flash  (the  Autopak  460T  is  powered 
by  a  single  1.5volt  AA  cell)  does  away 
with  accessory  units  and  simplifies 
camera  handling. 

As  the  INDO  leaflet  says,  "load  it  .  .  . 
aim  .  .  .  and  shoot"  and  the  customer 
generally  does  not  even  know — and, 
more  importantly,  does  not  even  need  to 
know — what  is  happening  inside  quite  a 


complicated  piece  of  equipment.  Modern 
technology  takes  care  of  all  the  formerly 
irritating  aspects  of  photography  and 
leaves  the  user  free  to  make  pictures. 
As  many  readers  will  know,  even  focus- 
ing is  automatically  catered  for  in 
higher-priced  cameras. 

At  one  Photokina  some  years  ago  it 
was  alleged  that  one  camera  incorpo- 
rated a  device  which  would  automatically 


The  Pentax  auto  110  is  a  SLR  camera  with 
interchangeable  lenses 


seek  the  most  suitable  composition  for  a 
picture,  in  addition  to  taking  care  of  all 
other  factors  contributing  to  a  successful 
snapshot.  Reporters  searched  in  vain  for 
this  paragon  of  all  photographic  virtues. 
However,  present-day  manufacture  is 
rapidly  approaching  the  ideal  situation 
for  increasing  simplicity  in  picture- 
making,  so  that  the  camera  user  can 
concentrate  upon  his  subject  and  forget 
about  technical  matters.  The  wide  gap 
between  satisfying  the  basic  needs  of 
ordinary  people  and  catering  for  the 
gadget-inspired  enthusiast  seems  to  be 
increasing  with  every  major  exhibition 
of  photographic  and  motion-picture 
equipment. 

Impressive  Kodak  display 

The  Kodak  display  was  one  of  the 
most  impressive  at  any  Photokina  yet 
staged.  New  high-speed  ASA400  films — 
for  colour  negative  and  colour  trans- 
parencies— pointed  the  way  to  greater 
picture-making  opportunities  under  ad- 
verse lighting  conditions.  On  the  other 
hand,  the  newcomer  to  photography  was 
not  forgotten,  for  the  latest  and  simplest 
model  in  the  110-format,  the  Pocket  A-l 
camera  was  introduced.  (It  is  hoped 
to  test  this  camera  in  the  near  future). 

The  camera  is  likely  to  be  sold  in  a 
special  gift-pack  for  the  Christmas  sea- 
son, including  the  usual  accessories  and 
a  12-exposure  Kodacolor  II  film  at  a 
suggested  retail  price  of  about  £15.13. 

Kodak  also  launched  two  new  Ektra 
cameras  for  the  110-format;  the  first  is 

Continued  on  p624 
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the  22-EF  with  a  built-in  electronic  flash 
unit.  The  second  is  the  Tele-Ektra  42 
a  more  sophisticated  version  of  the 
existing  32  model,  both  of  which  have 
the  swing-over  combined  cover  handle 
and  a  capability  for  using  ASA400  film. 
The  introductions  bring  the  number  of 
cameras  in  the  range  up  to  six. 

References  to  the  participation  of 
Kodak  at  the  exhibition  must  certainly 
include  the  cultural  side,  for  no  less  than 
seven  pictorial  displays  were  sponsored. 
They  range  from  "Photography  for 
everybody"  at  the  America  House  in 
Cologne  (soon  to  be  shown  at  the  Science 
Museum  in  London  as  "You  press  the 


Kodak's  latest  110  camera 


button — the  first  fifty  years  of  Snapshot 
Photography")  to  "Cecil  Beaton's 
camera"   at   Die   Brucke   (The  British 


A  126  with  Magicube  socket 


Council)  to  displays  at  I'lnstitut 
Ffarigais  and  another  in  the  Italian 
Cultural  Institute. 

Although  the  110-format  dominated 
the  photographic  scene  at  Cologne,  there 
were  some  126-format  cameras  on  view 
— the  simple  Instaplus  Sporti  126  was  a 
typical  example.  It  is  a  low  cost  cart- 
ridge-loading model,  with  a  Magicube 
socket,  presented  in  a  "window-box" 
package  for  counter  display. 

The  West  German  Regula  organisa- 
tion also  showed  new  models  in  their 
range  of  110s — types  118,  218L  and 
218LE  cover  the  simplest  to  the  more 
complex  with  electronic-eye  exposure 
control,  while  type  460EL  follows  the 
trend  for  built-in  electronic-flash,  auto- 
matic setting  for  80  or  400  ASA  film 


ratings  and  CdS  cell  for  the  control  of 
the  shutter  from  10  to  1/500  sees. 

Once  again,  Photokina  has  demon- 
strated further  advances  in  photography 
from  all  over  the  world;  has  shown  that 
manufacturers  are  only  too  well  aware 
that  the  popularisation  of  photography 
can  only  be  achieved  by  simplification; 
and  that  attractive  presentation  is  the 
key-note  to  effective  sales.  Following  this 
is  the  implied  obligation  that  the  results 
obtained  by  the  user  of  more  and  more 
sophisticated  apparatus  shall  be  fully 
commensurate  with  the  amount  of 
money  expended  upon  film  stock  and 
processing.  The  purchase  of  even  the 
most  attractive  camera  is  but  the  begin- 
ning— it  is  the  results  "in  the  customer's 
hand"  which  will  determine  how  much 
further  he  or  she  will  progress. 

Agfa  CNS-400  film 

Agfa-Gevaert  are  introducing  into  the 
UK  a  CNS-400  ASA  film  in  early  1979. 
It  is  being  launched  initially  in 
Germany  and  Holland.  At  first  it  will 
be  available  in  135-24,  135-36  and 
110-20  sizes.  Agfa  say  the  new  film  will 
give  a  much  broader  scope  of  applica- 
tion. With  faster  shutter  speeds  the  risk 
of  camera  shake  would  be  reduced.  The 
depth  of  field  can  be  increased  because 
of  smaller  apertures.  Exposure  latitude 
is  within  the  range  1/10.000  to  1/10 
second  allowing  under  or  over  exposure 
of  up  to  three  lens  stops.  Agfa-Gevaert 
Ltd,  Great  West  Road.  Brentford, 
Middlesex, 


Fast  relief 


m 


ustomers 


Having  bottled  up  the  liniment  market,  we  are  now 
introducing  Radian-B  in  a  spray  can. 

It's  an  ozone  protection  pack.  It  can  be  used  in  any  position 
This  fluorocarbon  free  pack  allows  us  to  put  in  more 
Radian-B  -  a  full  135  mis. 

Joining  the  already  successful  Radian 
Massage  Cream  and  Radian-B  Liniment, 
the  spray-can  gives  you  something  new  and 
effective  to  offer  your  customers. 

Bonus  terms  are  available  on  any  items 
from  the  Radian,  Wade  and  Biovital  ranges. 

Order  through  your  representative. 
Radiol  Chemicals,  Stepfield,  Witham, 
Essex  CMS  3AG. 


Spirit  I'^monl 
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Our  best  products 
are  shelved 

.  .  .  but  you  can  reach  for  them  with 
confidence.  Evans.a  name  known 
worldwide  by  pharmacists,  doctors  and 
veterinary  surgeons,  manufacturers  of 
galenicals,  standard  drugs, 
pharmaceutical  specialities,  fine 
chemicals  and  biologicals.  Over  1000 
products  to  meet  your  requirements 
with  reliability. 

Reach  for  the  name  .  .  . 

EVANS  MEDICAL  LTD. 
SPEKE,LIVERPOOL  L24  9JD 
Tel.  051-486 1881  Telex  628668 


Evans 
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PROFESSIONAL  NEWS 

Pharmaceutical  Society  of  Northern  Ireland 

Income  from  retention 
fees  falls  by  £300 


A  contribution  of  £1,200  from  Northern 
Pharmacies  Ltd  had  resulted  in  an  excess 
of  income  over  expenditure  of  £1,214  for 
the  year  ended  July  31,  1978,  said  the 
secretary,  Mr  W.  Gorman  at  the  Sep- 
tember meeting  of  the  Council  of 
Northern  Ireland  Pharmaceutical  Society. 

The  amount  received  by  way  of  reten- 
tion fees  had  fallen  by  just  over  £300 
and  as  it  would  not  be  prudent  to  count 
on  a  contribution  from  the  company 
every  year  the  amount  of  the  retention 
fee  had  been  increased  this  year.  The 
income  from  the  investments  held  on 
behalf  of  the  C.  W.  Young  Scholarship 
amounted  to  £948.  In  reply  to  a  question 
the  president,  Mrs  C.  O.  Rourke,  said 
she  understood  the  directors  of  Northern 
Pharmacies  Ltd  had  established  a  trust 
fund  and  had  covenanted  for  a  period  of 
seven  years  to  pay  the  annual  sum  of 
£3,000  into  the  fund.  The  trustees  of  the 
fund  had  agreed  to  supply  each  pharma- 
cist registered  with  the  Society  and  living 
in- Northern  Ireland  with  a  copy  of  the 
Medicines  and  Poisons  Guide  recently 
published  by  the  Pharmaceutical  Press. 


As  a  result  of  this  further  commitment 
the  contribution  payable  to  the  Society 
in  any  year  might  be  small. 

A  letter  from  Mr  G.  M.  Armstrong 
was  read  stating  that  he  had  decided  to 
withdraw  his  nomination  for  re-election 
to  the  Council  because  of  pressure  of 
work.  The  Secretary  said  that  as  there 
were  now  six  candidates  for  six  seats — 
an  election  would  not  be  necessary. 

The  secretary  said  he  had  received  a 
letter  from  Dr  T.  R.  Lowther,  area  phar- 
maceutical officer,  Eastern  Health  and 
Social  Services  Board,  asking  what  plans 
the  Council  were  making  about  the 
Health  Education  Council's  campaign 
entitled  "Respect  for  medicines"  planned 
to  take  place  in  November.  He  had 
informed  Dr  Lowther  that  he  had  no 
knowledge  of  the  proposed  campaign  but 
had  subsequently  obtained  full  particulars 
of  the  proposals  from  the  Pharmaceutical 
Society  of  Great  Britain.  It  was  agreed 
that  the  secretary  should  write  to  the 
Department  of  Health  and  Social  Services 
on  the  matter. 

A  letter  was  read  asking  if  the  Council 


wished  to  continue  to  be  notified  by  the 
Police  Authority  of  any  case  where  a 
pharmacist  incurred  a  conviction  and 
setting  out  conditions  to  be  agreed  by 
the  Council  if  such  information  were 
supplied.  The  secretary  said  he  was  un- 
aware that  any  such  scheme  existed. 
After  the  Society's  Statutory  Committee 
was  established  in  1945  the  chairman  had 
approached  the  then  Minister  of  Home 
Affairs  and  asked  if  this  information 
could  be  supplied  to  the  Council.  The 
Minister  had  replied  that  Northern 
Ireland  was  a  comparatively  small  area 
and  that  the  conviction  of  a  pharmacist 
would  be  a  matter  of  common  knowledge 
and  refused  to  grant  the  chairman's 
request.  The  secretary  could  not  recall 
one  instance  where  information  supplied 
by  the  Police  Authority  led  to  a  Statutory 
Committee  inquiry.  The  President  said 
the  indemnity  and  confidential  conditions 
would  be  almost  impossible  to  observe 
and  it  was  agreed  that  the  secretary  send 
a  reply  explaining  the  Council's  position. 
It  was  agreed  that  the  secretary  should 
in  the  near  future,  arrange  a  meeting 
with  representative  of  the  Drug  Section. 

Enjoyable  conference 

Mrs  O'Rourke  said  the  Coventry  Con- 
ference had  been  a  most  enjoyable  one. 
The  meetings  for  general  practice  phar- 
macists were  all  on  extremely  interesting 
subjects  and  the  local  committee  had 
arranged  an  excellent  social  programme. 
The    weather   had   been    kind   and  a 
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PUT  SPUR  AND  READfCUP  TOGETHER 
AND  HALVE  THE  COST  OF  A  REFIT. 


V 


You  can  spend  a  fortune  getting  your  business 
fitted  out  with  modern  shelving  and  displays. 

But  there's  no  need  to. 

For  we've  devised  a  system  that  combines 
economic,  super-strong,  wall-mounted  Spur  adjustable 
shelving  with  low-cost,  easy-to-assemble  Readiclip 
freestanding  units. 

If  you  wish,  you  can  easily  put  it  together  yourself, 
make  a  really  professional  job  of  it,  and  save 
installation  charges. 

Whaf s  more,  we'll  give  you  all  the  help  you  want  in 
planning  and  layout  free  and  without  obligation. 

Just  clip  the  coupon  and  see  how  Spur  and 
Readiclip  can  clip  the  costs  for  you. 
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—  START  CUTTING  COSTS  HERE  - 

To:  Spur  Systems  International  Ltd, 

Otterspool  Way,  Watford,  Herts.  Telephone:  Watford  26071 
Please  mail  me  a  Spur-Readiclip  brochure. 
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Address 


Telephone 
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"Yes  Sir,  you've  still  time 

to  order  Mandelle 
Luxury  Hot  Water  Bottles'! 


Dont  disappoint 
your  customers  this  winter. 
Call  any  of  our  distributors  listed  below, 
for  immediate  delivery  from  stock. 


E.  Davids  &  Co.  Ltd. 

London  N1  3PG 
Tel  01  226  2446 

Dennis  E.  Riches 

Hornchurch,  Essex 
Tel  0708  44155 

Dolphin  Munday 

Sundries  Ltd 
Stroud.  Glos. 
Tel:  045  36  3893 

East  Midlands 
Toiletries  Ltd. 

Nottingham  NG11  6LA. 
Tel:  0602  841444 
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Fernan  (Sundries)  Ltd. 

Stirling.  Scotland 
Tel  0786  2529 

Greenhays  Sundries  Ltd. 

Widnes. 

Tel  051  424  1561 

S.  Haydock  &  Co.  Ltd. 

Belfast. 

Tel  0232  812054 


Jacket  &  Co.  Ltd. 

(All  Branches) 
Blyth 

Tel:  06706  66771 


L.  Landaw  &  Co.  Ltd. 

London  NW10  4JR. 
Tel  01  965  9381 

Macton  (South  Wales)  Ltd. 

Cardiff  CF4  7RB. 
Tel  0222  810432 


R.  A.  Norris  &  Co.  (Reading)  Ltd. 

Reading. 

Tel:  0734  56677 


Raimes  Clark  &  Co.  Ltd. 

Edinburgh  6  Scotland. 
Tel:  031  554  7551 

S.  W.  S.  Sundries 

Felixstowe 

Tel  039  42  77664 


Unichem  Ltd. 

Morden. 
Tel:  540  3831 


(All  Branches) 


Vernon  Powell  Ltd. 

South  Croydon. 
Tel  01  681  6761 

Wains  of  Tunbridge  Wells 

Tunbridge  Wells 
Tel  0892  21666 

Western  Trading  Co. 

Cardiff  CF4  3YS 
Tel  0222  26872 


Paul  Murray  Ltd. 

Eastleigh,  Hants 
Tel:  042  15  68444 


Mandelle 


I  Mandelle  1 
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Luxury  Hot  Water  Bottles 
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Don't  catch  a 
cold  yourself 
this  winter! 

When  the  coughs  and  colds  start,  don't  be 
caught  without  adequate  stocks  of  Tixylix'* 
-  a  trusted  favourite  with  doctors  and 
mothers.  And  no  wonder  -  promethazine 
('Phenergan'* !)  with  pholcodine  and 
phenylpropanolamine  -  it's  just  the  sort  of 
formulation  the  pharmacist  would  put 
together  himself. 


Full  prescribing  information  available 
on  request 

*trade  marks  of  May  &  Baker  Ltd  Dagenham 
Essex  RM10  7XS 


M 

May  §j  Baker 

A  member  of  the  Hhdne-Poulenc  Group  of  Companies 


gentle  and  effective  with 
children's  coughs  and  colds 


MA  6343 
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most  enjoyable  week  had  been  had. 
Mr  Chambers  and  Mr  O'Rourke  said  it 
would  be  remembered  as  an  outstanding 
conference. 

Professor  D'Arcy  said  he  was  pre- 
paring a  written  report  on  the  meeting 
of  the  FIP  conference  at  Cannes  and 
would  present  it  at  the  Council's  next 
meeting.  The  president  congratulated  him 
cn  his  appointment  as  vice-president  of 
the  Bureau  of  FIP  and  said  that  the 
Society  was  fortunate  in  having  such  a 
worthy  representative  as  Professor 
D'Arcy  and  congratulated  him  on  the 
honour. 

Mr  Chambers  said  that,  as  the  im- 
mediate past-president,  he  had  discussed 
with  the  other  past-presidents  concerned 
the  officers  of  the  Society  for  the  year 
1978-1979.  They  had  agreed  to  submit 
the  following  names:  — president,  Mr  S. 
Moore;  vice-president,  Mr  R.  G.  Dillon; 
honorary  treasurer,  Mr  G.  E.  Mcllhagger. 
The  president  said  it  had  been  agreed  to 
discuss  at  the  meeting  a  subject  raised  by 
Mrs  C.  B.  A.  Watson — The  role  of  the 
pharmacist  in  preventative  medicine — 
but  because  of  the  small  attendance  she 
suggested  it  would  be  better  to  postpone 
the  matter  until  another  meeting.  Pro- 
fessor D'Arcy  he  agreed.  He  said  the 
subject  was  an  important  one  and  the 
views  of  every  Council  members  should 
be  heard.  The  president  reminded  mem- 
bers that  the  Society's  annual  meeting 
would  be  held  on  October  28  and  asked 
that  members  of  Council  would  make 
every  endeavour  to  be  present. 

The  applications  of  three  graduates  for 
registration  as  students  were  granted  as 
was  the  application  of  John  Pattison 
Mullin,  Strachan's  Photo  Pharmacy  Ltd, 
PO  Box  3021,  Salisbury,  Rhodesia,  for 
restoration  of  his  name  to  the  Register 
of  Pharmaceutical  Chemists.  The  applica- 
tion of  Gerald  Francis  O'Brien,  66  Hol- 
burn  Hill,  Ormskirk,  Lanes,  for  registra- 
tion under  the  reciprocal  agreement 
entered  into  by  the  Great  Britain  and 
Northern  Ireland  Societies  was  granted. 

Council  prizes 

The  secretary  said  that  the  prizes 
offered  by  the  Council,  and  awarded  on 
the  results  of  the  pharmacy  degree 
examination  at  the  Queen's  University 
of  Belfast  had  been  given  as  follows: 
Society's  medal  for  outstanding  merit  in 
final  year,  distinction  in  pharmacology 
(level  3),  distinction  in  level  3  studies 
Mr  M.  G.  Scott;  distinction  in  pharma- 
ceutical chemistry  (level  3)  Mr  W.  D. 
Greer;  The  prize-giving  ceremony  would 
be  held  in  the  Society's  lecture  hall  on 
Wednesday,  October  18,  at  8pm  and  an 
address  would  be  given  by  Dr  B.  A. 
Wills,  chief  pharmacist,  Department  of 
Health  and  Social  Security,  London. 


COMING  EVENTS 

Monday,  October  9 

Brighton   Branch,   Pharmaceutical  Society,  Main 
hall,  Cockcroft  building,  Brighton  Polytechnic,  at 
7.30  pm.  Film  evening. 

North  Metropolitan  Branch,  Pharmaceutical 
Society,  Coram  lecture  theatre,  School  of 
Pharmacy.  Brunswick  Square,  at  8  pm.  Dr  E.  D. 
Cooke,  (department  of  medical  electronics,  St 
Bartholomew's  Hospital)  on  "Thomboembolism. 
incidence  and  prophylaxis." 

West  Metropolitan  Branch,  National  Pharmaceutical 
Association,  Postgraduate  medical  centre,  Barnet 
General  Hospital,  at  8  pm.  Mr  T.  P.  Astill  (deputy 
secretary,  NPA)  on  "The  Medicines  Act." 

Tuesday,  October  10 

Galen  group,  Croydon  District,  Friends'  Meeting 
House,  Park  Lane,  Croydon,  at  8  pm.  Mrs.  Eunice 
Ph  i  I  pott  on  "Working  with  the  blind." 
Mid-Glamorgan  Branch,  Pharmaceutical  Society, 
New  Ely  Hotel,  Cardiff,  at  8  pm.  Three-cornered 
skittles  match  with  Gwent  and  Ogwr  Branches. 
South  East  Federation,  National  Pharmaceutical 
Association,  Southover  Grange,  Lewes,  at  8  pm. 
Mr  T.  P.  Astill  (deputy  secretary,  NPA)  on  "New 
laws  and  the  pharmacist." 

South  West  Metropolitan  Branch,  Pharmaceutical 
Society,  Lecture  theatre  A,  St  George's  Hospital, 
Tooting,  London  SW17,  at  8  pm.  Mr  C.  A. 


Johnson  (secretary  and  scientific  director, 
British  Pharmacopoeia  Commission,  on 
"Opium — Analysis  and  anecdotes." 

Wednesday,  October  11 

Royal  Society  of  Health,  13  Grosvenor  Place, 
London  SW1,  at  7  pm.  Mr  T.  P.  Astill  (deputy 
secretary,  NPA)  on  "The  Medicines  Act — a  help 
or  hindrance."  £0.50  charge  to  non-members. 

Thursday,  October  12 

Bradford  &  Halifax  Branch,  National 
Pharmaceutical  Association,  Victoria  Hotel, 
Bradford,  at  8  pm.  Mr  T.  P.  Astill  (deputy 
secretary,  NPA)  on  "New  laws  and  the 
pharmacis;." 

Lancaster  &  Morecambe  Branch,  Pharmaceutical 
Society,  Staff  room,  Boots,  Euston  Road, 
Morecambe,  at  7.30  pm.  Special  meeting  to 
consider  report  on  future  of  general  practice 
pharmacy. 

Leeds  Branch,  Pharmaceutical  Society,  Golden 
Lion  Hotel,  at  8  pm.  Mr  W.  H.  Howarth  (member 
of  the  Pharmaceutical  Society's  Council)  on 
"Topical  pharmaceutical  matters." 
Swindon  Branch,  Pharmaceutical  Society,  Room  4, 
Wyvern  Theatre,  Swindon,  at  8  pm.  Dr  James  May 
(paediatric  medical  officer)  on  "My  work." 

Friday,  October  13 

Slough  Branch,  Pharmaceutical  Society,  Wyeth 
Laboratories,  Maidenhead,  at  8  pm.  Mr  T.  D. 
Turner  on  "Grass,  coke  and  acid." 
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SKIN  SOAP 

Something 
your  customers 
can  trust 
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Nicholas  profits 
'well  in  line' 

Nicholas  International  Ltd  have  reported 
record  sales  and  profits  for  the  year  to 
June  30,  1978.  Sales  at  AS141.75  million 
were  12.1  per  cent  ahead  of  the  previous 
year  (A$  126.5m).  Consolidated  operating 
profit  after  deducting  outside  share- 
holders' interests  (A$439,000)  amounted 
to  A$4.87m  up  to  12.9  per  cent  on  the 
previous  year  (A$4.3m). 

Announcing  the  results  Mr  L.  G. 
Cuming,  chairman,  said  the  21  per  cent 
increase  in  profit  before  tax  was  "well  in 
line"  with  the  group  objectives  particu- 
larly the  27  per  cent  increase  in  the 
second  half.  He  went  on  to  point  out 
that  comparison  of  the  after  tax  figures 
distorted  true  performances  in  the  second 
half  of  the  year.  The  group  recorded 
good  performances  in  the  UK. 

Beecham  factory 
project  cancelled 

Beecham  Pharmaceuticals  international 
division  has  had  to  cancel  plans  to  build 
a  factory  at  Ballycasey  in  the  Republic 
of  Ireland,  because  of  delays  outside  its 
control. 

Instead,  production  capacity  at  exist- 


ing factories  will  be  expanded  as  a 
matter  of  urgency,  so  that  demand  for 
Beecham  pharmaceutical  products  can  be 
met.  The  Ballycasey  project,  which 
would  have  cost  about  £18  million,  was 
announced  in  April  1977.  Planning  per- 
mission was  received  from  Clare  County 
Council,  but  a  group  of  local  residents 
objected  to  the  proposed  development  on 
environmental  grounds. 

They  appealed  unsuccessfully  against 
the  County  Council  decision  to  An  Bord 
Pleanala  (the  Irish  Planning  Board),  and 
then  decided  to  seek  a  High  Court 
declaration  that  the  planning  permission 
was  invalid,  together  with  an  injunction 
to  prevent  Beecham  starting  work  on  the 
site.  The  High  Court  case  has  been 
pending  for  the  past  nine  months  and 
no  date  for  a  hearing  has  been  fixed. 

Briefly 

Savory  &  Moore  Ltd  have  acquired  the 
business  of  R.  J.  Brand  &  Co,  95  High 
Street,  Thame,  Oxfordshire.  A  new  man- 
ager will  be  appointed. 
Barkers  Chemist,  309  Garratts  Lane, 
London  SW18,  will  be  moving  to  245 
Garratts  Lane  from  October  16.  The 
telephone  number  01-874  1495  will  be 
unchanged. 

Beatson,  Clark  &  Co,  have  announced 
first  half  profits  of  £1.45  million  (36  per 
cent  up)  on  sales  of  £10. 25m  (20  per  cent 
up).  The  company  expects  its  full  year 
profits  to  equal  the  1977  record  of 
£2.36m. 


APPOINTMENTS 


W.  &  T.  Avery  Ltd:  Mr  Roger  Collins 
has  been  appointed  area  manager,  Dublin. 
He  will  be  responsible  for  the  sales  and 
service  of  all  Avery  retail  and  industrial 
weighing  equipment  through  10  branches 
in  Eire. 

Houbigant  Ltd:  Mr  Richard  G.  Spear 
has  been  appointed  managing  director. 
Mr  Spear  was  previously  vice-president 
of  Chesebrough-Ponds  International  and 
managing  director  of  Chesebrough-Ponds 
Ltd  in  Great  Britain. 
Bristol-Myers  Co  Ltd:  Dr  Jan  Jouhar, 
MB,  MRCS,  Dip  Pharm  Med  has  been 
appointed  scientific  director  (consumer 
products) — Europe.  He  joined  the  com- 
pany in  1974  having  previously  been 
medical  adviser  to  a  number  of  com- 
panies including  Duncan,  Flockhart  Ltd, 
Glaxo  Laboratories  and  Kabi  Pharma- 
ceuticals. 

Merck,  Sharp  &  Dohme  Ltd:  The  follow- 
ing appointments  have  been  made.  Roger 
Collis,  director  of  marketing;  Dr  Law- 
rence Shaw,  medical  director,  Thomas 
Morson  Pharmaceuticals;  Raj  Kapur, 
operations  manager;  George  Longstaff, 
personnel  manager  and  Edward  Hart, 
communications  manager.  Mr  Hart  re- 
places Leonard  Rogers  who  has  been 
appointed  deputy  director  of  the  MSD 
Foundation. 


Beatson  Clark-  confidence  in  glass. 


Beatson  glass  containers  provide 
1  the  necessary  protection  for 
1  packaging  pharmaceutical  products, 
in  white  flint  and  amber  glass. 
Beatson  Clark  have  been  making 
s  glass  for  two  centuries  and  today 
|  serve  the  pharmaceutical  world 
with  most  types  of  medicinal 
glasslcontainers. 
Ask  your  wholesaler. 


Beatson,  Clark  &  Co.  Ltd.,  aji. 
Rotherham,S.Yorks.S60  2AA  <?|KX 
Tel:  0709  79141  Telex:  54329 
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As  you  probably  know,  this  summer  we  withdrew  Optone  Eye  Drops.  And  in 
their  place,  we  brought  out  two  new  products. 

Optrex  Drops  and  Optone  Crystal  Clear. 

Optrex  Drops  is  a  therapeutic  product,  a  portable  version  of  Optrex  Lotion. 

Optone  Crystal  Clear  is  a  cosmetic  product,  designed  to  restore  sparkle  to 
no-longer-quite-youthful  eyes. 

The  two  products  mean  you're  likely  to  have  a  wider  selection  of  customers 
asking  for  eye  drops.  And  a  wider  scope  for  profit. 

Eyes  wrong. 

If  you've  still  got  stocks  of  old  Optone,  please 
phone  Mrs.  G.Whittell,on  Basingstoke  (0256)  57272, 
who  will  arrange  to  collect  them  and  replace  them  with 
Optrex  Drops. 

This  is  important. 

Old  Optone  and  new  Optrex  Drops  both  have 
the  same  product  licence,  so  you  shouldn't  still  be 
selling  old  Optone. 

And  besides,  if  you  don't  stock  the  two  new 
products,  you're  missing  out  on  two  /jfRfct 
brand  new  market  opportunities.  Sjjpr 
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MARKET  NEWS 


pected  to  follow  fairly  soon  since, 
unlike  the  chemicals  mentioned 
above,  their  rates  are  currently  much 
higher  in  Europe  than  in  the  UK. 


Demand  for  menthol     Pharmaceutical  chemicals 


London,  October  4:  In  an  otherwise 
dull  trading  week  demand  for  men- 
thol continued  at  the  high  level 
established  in  the  past  few  weeks 
when  Brazilian  prices  tumbled.  How- 
ever, rates  in  the  first  week  were 
again  steadier.  Botanical  price 
changes  were  about  evenly  divided 
between  rises  and  falls.  Dearer  were 
Canada  and  Peru  balsams,  ergot, 
gentian,  ipecacuanha,  lemon  peel, 
liquorice  root,  styrax  and  tonquin 
beans.  Lower  were  aloes,  cascara, 
dandelion,  henbane,  hydrastis,  kola 
nuts,  sarsaparilla,  senega  and  witch- 
hazel  leaves. 

There  were  few  changes  in  essen- 
tial oils.  Chinese  citronella  was  dearer 
thus  following  a  pattern  set  by  Ceylon 
oil  recently.  Peppermint  from  Brazil 
was  down  on  the  spot  and  Chinese 
in  the  forward  position. 

Pharmaceutical  chemicals  were 
unchanged  so  far  as  the  home  mar- 
ket was  concerned.  A  number  of 
imported  items  are  being  offered  at 
under  the  British  rates.  Examples  in 
vitamins  are  pyridoxine  and  ascorbic 
acid.  Ferrous  fumarate  is  also  re- 
ported selling  at  40p  kg  under  British 
material.  Sulpha  drugs  remain  in 
short  supply  and  those  whose  rates 
have  not  already  risen  may  be  ex- 


Adrenalioe:  (per  g)  1-kg  lots  base  £0.25;  acid 
tartrate  £0.20. 

Aluminium  chloride:  Pure  50-kg  lots  £1.07  kg. 
Ahopine:    (Per   kg   in    J-kg    lots)    Alkaloid  £133.70; 
methonitrate  £102,  methylbromide  £124.40,  sulphate 
£94.50. 

Senzo.c.  acid:  3P  in  500-kg  lots,  £0.7426  kg. 

Benzocaine:  BP  in  50-kg  lots,  £6.08  kg. 

Calfeine:  Anhydrous  BP  and  hydrous,   £4.86  kg  in 

100-kg  lots. 

Calamine:  BP  £618  per  1,000-kg  delivered. 
Cyanocobalamin:   (Per  g)   £3.88  in  10g   lots.  £1.88 
in  100g  lots. 

Hydroquinone:  50-kg    lots   £2.67  kg. 
Hyoicine:   Hydrobiomide  £482.10  kg. 
Hyoscyamine:  Sulphate,  100-kg  lots  £160.60  kg. 
Phosphoric   acid:   BP   sg    1,750   £0.4313   kg    in  30 
drum  lots  minimum. 

Sulplucetamide  sodium:  BP  £7.25  kg  for  50-kg. 
SulDhameth.zcle:  £9.60  kg  in  1,000-kg  lots. 
Theophylline:  Anhydrous  and  hydrous  £5.33  kg  in 
'00-kg  lots  delivered;  ethylenediamine  £5.53  kg  in 
100-kg. 


Crude  drugs 


Agar:  Spanish/Portuguese  £5.50-£6  kg  nominal. 
Aloes:    Cape    £950    ton    spot;    £900,    cif.  Curacao 
£1,980,  cif. 

Baisaims:    (kg)    Canada:    Lower    at    £13.40  spot; 
£13.30,    cif.    Copaiba:    £2.50    spot:    no    cif.  Peru: 
£8.45,   spot  £8.40,   cif.  Tolu:  £5.40  spot. 
Benzoin:  £163  spot;  £162,  cwt  cif. 
Camphor:  Natural  powder  £5.40  kg  spot;  £5.30,  cif. 
Synthetic  £0.90  spot  £0.75,  cif. 
Cascara:  £960  metric  ton  spot;  £950,  cif. 
Cherry    bark:    Nominally    £1,240    metric  ton 
£1,220,  cif. 

Cinnamon:  Seychelles  bark  £470  metric  ton 
£375,  cif.  Ceylon  quills  4  o's  £0.64  lb 
featherings  CO.  1 7 J   lb,  both  cif. 

Cloves:  Madagascar/Zanzibar  £4,300  metric  ton 
spot,  £3,945,  cif. 

Cochineal:  Tenerife  black  brilliant  £17.50  kg  spot. 
Peru  silver  grey  £15. 

Dandelion:  Spot  £1,660  metric  ton  spot;  £1,640 
Ergot:  Portuguese-Spanish  £1.85  spot;  £1.80, 
Gentian:  Root  £1,660  metric  ton  spot;  £1.630, 
Ginger:  Cochin  £975  metric  ton,  spot;  £925, 
Jan-Feb  shipment.  Other  sources  not  quoted. 
Henbane:  Niger  £1,620  metric  ton  spot;  £1,590, 
Honey:  (per  metric  ton  in  6-cwt  drums  ex  ware- 
house). Australian  light  amber  £720  and  medium 
£712;  Canadian  £820;  Mexican  £675;  Argentinian 
£710  (white). 

Hydrastis  spot  £11    kg;   forward  £10.80,  cif. 


spot; 


spot; 
and 


cif. 
cif. 

cif. 
cif. 

cif. 


Ipecacuanha:   (kg)   Costa  Rica  £8.80,   spot;  £8.70, 

cif. 

Kola  nuis:  £570  metric  ton  spot;  £490,  cif. 
Lemon   peel:   Unextracted,   £1,260  metric  ton  spot; 
shipment   £1,240,  cif. 

Liquorice  root:  Russian  £395  spot;  £375,  metric 
ton  cif.  Block  juice  E1.48-E1.80  kg  spot;  spray  dried 

£1.50-£1.60  kg. 

Lobelia:  American  £1,290  metric  ton  spot;  European 
£1,220  spot. 

Lycopodium:    Russian    £5.20   kg.    cif.    Indian  £4.50 

Mace:  Grenada  unsorted  £2,130  ton,  fob 

Menthol:    (kg)    Brazilian    £8.15    spot;    £7.50,  cif. 

Chinese  £7.30  duty  paid.  £6.25.  cif. 

Nutmeg:   (per  metric  ton)   Grenada  80's  unquoted, 

unassorted  £1.425  defectives  £1,120. 

Mux  Vomica:  No  spot;  forward  £255  metric  ton,  cif. 

Pepper:    (metric   ton)    Sarawak   black  £1,040  spot, 

£1,750.   c  f;   white  £1,560  spot;  £2,700,  cif. 

Pimento:  Jama  can  £1,120  metric  ton  spot;  £1,085, 

cif. 

Podophyllum:   Root  Chinese  £420  metric  ton,  cif; 

Indian  £830.  cif. 

Quillaia:  Spot  £1.20  kg;  £0.90,  cif. 

Rhubarb:  Chinese  rounds  60  per  cent  pinky  £3.50 

kg,  spot;  £3.25,  cif. 

Sarsaparilla:   Jamaican   £1.95   kg   spot;   £1.92,  cif; 
Mexican  £1.58  spot,  £1.53,  cif. 
Saffron:   Mancha  superior  E750-E800  kg  spot. 
Senega:   Canadian  £11.30  kg  spot;  £10.90,  cif. 
Senna:   (kg)   Alexandria  pods  hand-picked  at  from 
£2  upwards;  manufacturing  £0.60.  Tinnevelly  f  a  q 
leaves  £0.42;  pods,  f  a  q  £0.40  hand-picked  £0.50. 
Styrax:  Turkish  natural  £4.10  kg  spot;  no  cif. 
Turmeric:   (metric  ton)    Indian  powder  £950  metric 
ton,  cif. 

Witchazel  leaves:  £2.75  kg  spot;  no  cif. 

Essential  oils 

Camphor  white:  £0.87  kg  spot;  £0.80,  cif. 
Citronella:  Ceylon  £1.80  kg  spot;  £1.65,  cif;  Chinese 
£2  30    spot;    £2.27,  cif. 

Clove:  Indonesian  leaf,  £2.65  kg  spot;  £2.50,  cif; 
English-distilled  £40. 

Eucalyptus:  Chinese  £2  kg  spot;  £1.73,  cif. 
Orange:  Florida  £0.60  kg  spot;  £0.56,  cif.  Brazilian 

£0.47  cif,  spot. 

Origanum:   Spanish   70   per   cent  £17   kg  nominal. 
Palmarosa:  No  spot  offers;  £13.25  kg,  cif. 
Patchouli:  Indonesian  £10  kg  spot;  £9.75,  cif. 
Pennyroyal:   From  £10.50  per  kg  spot. 
Pepper:  English-distilled  ex-black  £125  kg. 
Peppermint:    (kg)    Arvensis — Brazilian    £4^35  spot; 
£4.25.  cif.  Chinese  £3.90,  spot;  £3.80,  cif.  Piperata 
American  about  £16  cif. 
Rosemary:  £6  kg  spot. 

Sandalwood:    Mysore   £85   kg.    East    Indian  £73.50. 
Sassafras:  Brazilian  £2.05  kg  spot;  £1.80,  cif. 
Spearmint:    (kg)    American    new    crop    £6.25,  cif. 
Chinese  £13  spot;  £12.80,  cif. 

The  prices  given  are  those  obtained  by  importers  or 
manufacturers  for  bulk  quantities  and  do  not  include 
value  added  tax.  They  represent  the  last  quoted  or 
accepted  prices  as  we  go  to  press. 


THREE  '4's  FOUR  '5's 


THINK 
LONSTO 


CHEMISTS/DISPENSARIES 

INSTANT  SERVICE:INCREASED  PROFITS:IMPROVED  SECURITY 

By  employing  Lonsto®  Products — Thousands  of  clients  can't  be  wrong 
LONSTOk,  PRESCRIPTION  INDICATOR/RECEIPTING  SYSTEMS 

will  ensure 

Effective  control  of  prescriptions  and  dispensing  of  medications.  Inde- 
pendent and  the  major  retail  chemist  outlets,  also  hospitals  etc,  use  Lonstari) 
systems. 

Banish  congestion  at  the  dispensary,  motivate  your  customers  to  browse" 
whilst  waiting  and  ensure  the  "CORRECT  PRESCRIPTION"  to  the  "RIGHT 
CUSTOMER/PATIENT". 

Lonstajii  Products — superbly  engineered  and  competitively  priced, 
Save  5%  if  purchased  from  our  showroom  or 
We'll  visit  you — Phone  for  brochure 

"Also  a  comprehensive  range  ol  instore  security  equipment  available" 

LONSTO®  (INTERNATIONAL)  LTD, 

Lonsto  House,  1,  2&3  Princes  Lane, 

London  N10  3LU  01-444  5555/8941 
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The  Triangle  Trust  helps  people  of  the 

Pharmaceutical  Industry 

The  Triangle  Trust  1949  Fund  is  an  independent  charitable 
trust  administered  by  a  Board  of  Trustees.  Its  primary  aim  is 
the  relief  of  hardship  or  distress  in  the  case  of  people  and  their 
dependents  employed,  or  formerly  employed  in  the  pharmaceu- 
tical industry  in  Great  Britain  and  the  British  Commonwealth. 
Such  relief  may  include  assistance  with  the  educational  expen- 
ses of  children. 

The  Trustees  are  also  prepared  to  consider  applications  for 
financial  assistance,  beyond  the  scope  of  an  employer's  respon- 
sibilities, with  education  or  training  in  general  subjects,  includ- 
mc  music  and  the  arts. 

For  additional  information,  or  to  apply  for  assistance,  write  to: 
The  Secretary,  Dept  CD,  The  Triangle  Trust  1949  Fund, 
Clarges  House,  6-12  Clarges  Street.  London  W1Y  8DH. 


PLASTIC  MEDICINE  SPOON 


Immediate  Delivery;    Low  Prices;    High  Quality. 

Heavy   investment    in   high  volume  capacity  equipment 

enables  us  to  sell  at  low  prices  and  offer  off-the-shelf 

delivery.  Spoons  are  made  to  official  B.S.S.  No.  3221/4. 

ASHW00D  TIMBER  &  PLASTICS  LIMITED. 
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continental  style  shopfittings  designed  for  todays  Pharmacy 
plus  full  service  —  complete  installations 
Olney  bro*  ltd   jado  house,  northbridge  road. 

Oberkhamsted.  herts  hp4  leg 
free  colour  brochure  04427-5417/9 
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BUSINESS 
OPPORTUNITIES 


WANTED 


ANGLIAN 
MANUFACTURING 
CHEMISTS  LIMITED 

Let  us  manufacture  your  Haircream 
and  Shampoos  for  you — par- 
ticularly experienced  in  man- 
ufacture for  Export. 
We  also  offer  Contract  Packing 
facilities  for  all  types  of  toilet  pre- 
parations at  competitive  prices  and 
prompt  delivery. 
Enquiries: 

38/40  Featherstone  Street, 
London,  EC1.  Telex:  267391 
Tel:  01-253  0571 


LEASE  FOR  SALE 

EXCELLENT  BUSINESS  PREMISES 

and  living  accommodation.  Suitable  for 
pharmacy  or  any  other  business  in  an 
intensely  populated  multi  racial  area  of 
Leicester.  Retail  area:  900sq  ft.  storage 
600sq  ft— A  luxury  3  double  bed- 
roomed  flat  above  with  all  other 
amenities.  Fully  carpeted  and  heated.  Ill 
health  forcing  to  sell.  Box  No.  2570. 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles,  etc., 
urgently  wanted.  Kindly  contact  Robin 
Wheeler  Antiques.  Parklands,  Park 
Road,  Ashtead,  Surrey.  Telephone- 
Ashtead  72319.  Buyer  collects. 

TRADEMARK 

tThe^traTjeHmTrT^Io^JkSs^oT 

sisting  of  the  word  SUCRETS  and  regis- 
tered in  respect  of  "medicated  anti- 
septic lozenges  for  oral  use"  was 
assigned  on  24th  October  1977  by 
Merck  &  Co  Inc  of  126  E  Lincoln 
Avenue,  Rahway,  New  Jersey  U.S.A.  to 
Beecham  Group  Limited  of  Beecham 
House,  Great  West  Road,  Brentford, 
Middlesex  TW8  9ED  WITHOUT  THE 
GOODWILL  OF  THE  BUSINESS  IN 
WHICH  IT  WAS  THEN  IN  USE. 

MISCELLANEOUS 


"FASHION  JEWELLERY" 
Jodez  (Manchester)  Ltd., 
34  Shudehill,  Manchester  M4 1 EY 
Tel:  061-832  6564 

Largest  and  most  exclusive  range 
of  direct  and  imported  continental 
jewellery. 


PUBLIC  NOTICE 


DEPARTMENT  OF  HEALTH 
(Ireland) 

Marketing  of  Proprietary 
Medicinal  Products 
Reminder  to  Pharmaceutical 
Companies 

The  attention  of  pharmaceutical  companies  is  again  drawn  to 
the  provisions  of  the 

EUROPEAN  COMMUNITIES  (PROPRIETARY  MEDICINAL 
PRODUCTS)  REGULATIONS,  1975 

These  regulations  extend  a  system  of  licencing  to  proprietary 
medicines  which  were  already  on  the  market  before  1  October 
1974 — the  date  on  which  the  initial  licensing  scheme  was 
introduced.  These  products  are  being  licensed  in  a  phased 
scheme  which  will  be  completed  in  1983. 
The  products  in  the  THIRD  category  for  review  i.e.  MIS- 
CELLANEOUS CNS,  AUTONOMIC,  ANTI- 
HYPERTENSIVES, GONODAL,  ANABOLICS,  HYPO- 
GLYCAEMICS  OR  OTHER  METABOLIC  DRUGS  may  not  be 
on  the  Irish  market  after  31  March  1979  without  the  author- 
isation of  the  Minister  of  Health.  Pharmaceutical  companies 
intending  to  continue  the  marketing  of  these  products  are 
reminded  to  send  their  applications  for  authority  to  do  so  to  the 
Drugs  Division,  Department  of  Health,  as  soon  as  possible  and 
before  1  November  1978,  to  avoid  interruption  of  marketing 
arrangement. 

Notes  on  applications  for  authorisation  may  be  obtained 
from 

DRUGS  DIVISION, 
DEPARTMENT  OF  HEALTH, 
CUSTOM  HOUSE, 
DUBLIN  1. 

Telephone  714711  Extension  89 
Telex  4894 


Please  address  replies  to: 
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APPOINTMENTS 


AGENTS 


WANTED 


A  prominent  UK  gift  manufacturer  with  a  well  estab- 
lished name  and  reputation  in  the  UK  gift  trade  are 
currently  undergoing  rapid  expansion  in  the  quality  gift 
toiletries  area  and  seek  additional  sales  agents,  for  all 
areas. 


These  agency  positions  will  appeal  to  the  enthusiastic 
and  self  motivated  with  no  more  than  3-4  current 
lines,  capable  of  earning  commission  at  10%  on  first 
years  sales  in  excess  of  £25,000  in  their  area. 


Applicants  should  write  with  full  details  of  past 
experience,  current  lines  and  existing  areas  to  BOX 
2571. 


STAFF 

PHARMACIST 

(Manufacturing  Services) 

Salary  £5451 -£6837.  Our  busy  progressive  Pharmacy  is 
based  at  Scunthorpe  General  Hospital  and  undertakes  both 
sterile  and  non-sterile  manufacturing  of  a  wide  variety  of 
products.  A  staff  Pharmacist  is  needed  to  take  over  and 
manage  the  manufacturing  and  pre-packing  sections.  There 
will  be  an  increase  in  workload  in  the  future  due  to  expansion 
within  the  District  and  Area. 

Scunthorpe  itself  has  over  1 000  acres  of  parkland,  open  space 
and  playing  fields.  It  is  ideally  situated  in  a  pleasant  rural  area 
within  easy  access  of  both  the  unspoilt  Lincolnshire  Coastline 
and  the  major  cities  of  Yorkshire.  Its  housing  is  amongst  the 
cheapest  in  the  country  and  it  has  modern  schools  and 
shopping  centres  which,  together  with  its  thriving  industry, 
make  it  an  exciting  and  prosperous  place  to  live  and  work. 
Removal  expenses  payable  in  appropriate  cases.  Temporary 
single  accommodation  available. 

For  further  details  contact  Mr  R  Cole,  District 
Pharmaceutical  Officer,  Scunthorpe  General  Hospital, 
Cliff  Gardens,  Scunthorpe.  Tel:  (0724)  3481  ext  393. 
Application  form  and  job  description  available  from: 
District  Personnel  Officer,  Trent  House,  Hebden  Road, 
Scunthorpe,  S  Humberside.  Tel:  (0724)  64151  ext  33/41. 

northern  ireland 
WJEfcivil  service 


AGENT 


Midland  based,  required  by  top  Sunglass  House  to  commence 
immediately.  Projected  earnings  could  be  as  high  as  £4000  pa. 

If  you  have  good  connections  in  Department  Stores  and  Chem- 
ist accounts  please  ring: 

John  Bowlt,  Sales  Director 
01-821  1541  asap  for  appointment. 


AGENTS  REQUIRED  NOW 
FOR  1979  SEASON 

AGENTS  required  to  sell  nationally 
advertised  top  class  range  of  sunglasses 
(this  range  includes  the  new  Reactolite 
Rapide)  to  the  Wholesale  Trade  for  all 
parts  of  the  country  except  the  London 
and  Scotland  areas.  Good  Commission 
please  apply  to  Mr.  Dote,  CROPTICS 
LIMITED.  Cornwall  Works,  Cornwall 
Avenue,  London  N3  Telephone  01-349 
1691. 


FOR  SALE 


FIRMS  SEEKING 
SUITABLE 
REPRESENTATION  IN 
DUBAI 

Please  Write  To: 

AL  BASSAM 

Pharmaceuticals 

P.O.  Box:  3647  Dubai 
Telex:  6223  DB 
We  import  and  Promote  in  Entire 

U.A.E.  Pharmaceuticals 
Cosmetics,  Chemical,  Sunglasses 
Baby  Products,  Pharmacy  and 
Hospital  supplies. 


FOR  SALE 


SINGLE  EDGE  BLADES  (E.R.  TYPE). 

Packs  of  100  £4.50  inc  VAT,  post  free. 
Free  sample  on  request.  Cheque  with 
order.  Gordon  Chemists,  2b  Crick- 
lewood  Lane,  London,  NW2  1  EX. 

JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  charms  etc.,  brought  to  your 
door  at  best  cash  prices.  Write  LloytJ 
Cole,  37  College  Avenue,  Maidenhead. 

RUMABRACE  SOLID  COPPER 
BRACELETS.  Retail  £1 .75.  Cost  87V2p 
+  VAT.E10.50  per  doz.  inc.  VAT.  Che- 
que with  order.  Gardiner  &  Lacey, 
Chemists,  13,  St.  Giles  St.,  Norwich. 

LINDA   FARROW  SUNGLASSES. 

Requires  agents  for  all  areas  selling  to 
chemists.  333,  Grays  Inn  Road,  London 
W.C.1.  01-570  6906  (between  11-2). 
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REGULAR  SUPPLIES  of  PAPAIN 
POWDER  (Zaire  origin)  available  Write 
Box  No.  2569. 


ONE-SIZE  TIGHTS  from  £1.95  doz 
plus  Mm.  order  6  doz  overall 

CWO  Carriage  free.  Full  range  Price 
List.  E  &R  Kaye,  3  South  Place,  London 
EC2. 


Pharmacist 
(pp  &  to  Grade) 

£7447-£8729 

Applications  are  invited  for  the  above  pensionable  post  in  the 
Department  of  Health  &  Social  Services. 

Applicants  must  be  registered  Pharmaceutical  Chemists  with  a 
University  Degree  in  Pharmacy  or  a  closely  related  discipline  or 
Qualifications  considered  by  the  Civil  Service  Commissioners 
as  equivalent. 

In  addition  they  must  have  a  good  knowledge  of  general  prac- 
tice and  hospital  pharmacy  and/or  the  pharmaceutical  industry 
with  wide  experience  in  one  of  these  fields.  Experience  in 
relevant  administrative  work  would  be  an  advantage. 

The  successful  candidate  will  have  a  responsibility  to  provide 
advice  and  guidance  to  the  Department  and  professional 
bodies,  on  the  application  of  relevant  legislation,  chiefly  the 
Medicine  Act  1 968,  Misuse  of  Drugs  Act  1 971  and  the  Poisons 
and  Pharmacy  Order  1976.  He/she  will  have  suitable  experi- 
ence to  undertake  an  overall  responsibility  in  the  appropriate 
fields,  for  inspections  and  enforcement  of  this  legislation. 

Please  write  or  telephone  for  an  application  form  and 
further  details  quoting  job  reference  SB  357/78/CD  to  the 
Civil  Service  Commission,  Rosepark  House,  Upper  New- 
townards  Road,  Belfast  BT4  3NR  (telephone  Dundonald 
4585  ext  256).  Completed  forms  must  be  returned  to  arrive 
not  later  than  24th  October  1978. 


Scunthorpe  District 

Humberside  Area  Health  Authority 
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Top 

variety. 


■Si  Carnation  Com  Caps. 

Cuxson,  Gerrard  &  Co.  Ltd.,  Oldbury,  Warley, 
West  Midlands.  B69  3BB.  Tel.  021-552  1355. 


aciffrytetecf  ■  brand 
HIGH  QUALITY  BISCUITS 
&  WAFER  BREAD 

A  welcome  variety 
for  people  requiring  a  Gluten  free  diet 


Contact  your 
local  chemist 


If  you  have  any  difficulty  obtaining  these  products,  contact 


G.F.  DIETARY  TcSUPPLIES  LTD. 

7,Qiieensbury  Station  Parade.  Queensbury,  Edgware.  Middx.  HA8  5NP 
Telephone:  01  951  1977/8       Telex  21875 


7  October  1978 


Vernon-Carus  Ltd 

pioneered  commercially 
produced  Sterile  Dressing 
Packs  in  the  United 
Kingdom  almost  twenty 
years  ago  and  have  led 
the  field  ever  since. 

1/ernaid 

The  BRAND  LEADER 


CONFORMING  TO  THE 

N  H  S.  DRUG  TARIFF  SPECIFICATION 


Vernon-Carus  Ltd. 

PENWORTHAM  MILLS 
PRESTON    LANCS.  Tel.  44493/8 


Obtainable  from  all  wholesale  chemists 


Chemist  &  Druggist  635 


WHAT  PROBLEM  MADE  THEM  RUN 
HOT  AND  GOLD? 


You're  sure  to  know  the  answer  if 
you've  seen  the  78  Listerine  Cam- 
paign. It's  appearing  now  in  selected 
newspapers  and  colour  magazines 
throughout  the  country. 

But  if  you  don't  know  yet,  a  lot  of 
your  customers  already  do.  And 
they're  going  to  come  looking  for 
Listerine  in  your  store.  Make  sure  it's 
there.  There  among  the  toothpastes 
and  toothbrushes.  Because  the  78 


Listerine  Campaign  tells  everyone 
how  Listerine  antiseptic  mouthwash 
destroys  the  germs  that  cause  bad 
breath.  Something  toothpaste  and 
brush  alone  cannot. 

Last  year  Listerine,  the  brand 
leader  in  mouthwashes,  increased  its 
retail  sales  by  40%  to  top  £700,000. 
Mostly  through  chemists.  But  this 
year  sales  will  be  enough  to  take  your 
breath  away! 


LISTERINE 


ANTISEPTIC 

Kills  Germs  by  Millions 
On  Contact 

For  Bad  Breath,  Colds  and  resultant 
Sore  Throats 

Minor  Cut*.  Scratches,  Insect  Bites. 
Infectious  Dandruff 


Listerine  Mouthwash.  It's  enough  to  take  your  breath  away. 


